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From King Cotton, Hardware’s most 
complete cordage line, comes the NEW 
ROPE RACK. The dealer’s answer to 
rope merchandising problems. 








A complete rope sales center to make 
your rope sales a fast, easy job. Spool 
set-up lets you sell any length, cut or full 
spool; and the most popular rope sizes 
are right here at your finger-tips. No more 
cellar trips, no more messy coils, here is the easy way to SELL MORE ROPE. 


King Cotton Manila Rope is a first quality pure manila rope. It is made to 
exceed government specification TR601A for tensile strength, rot resist- 
ance, water resistance, color, and quality. 


The King Cotton Rack itself is an eye-catcher, painted blue with bright 
yellow and white. It is made of heavy gauge steel rod and is fully assem- 
bled, ready to go to work immediately. 


ROPE RACK Shipped Complete Contains: 


One Display Rack (Free of Charge) 

One carton of 4” contains two units of 3 connected 
One carton contains two units of 3 connected 
One carton ” contains two units connected 
One carton of ” contains two units connected 
One carton of ” contains one unit connected 
One carton of ” contains one unit connected 
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OTHER KING COTTON 


100% MANILA PUT-UPS 


KING COTTON 
HANDI-HANKS 


KING COTTON 
» COUNTER REELS 


KING COTTON 
SELLCORD © 
COILS 











3a PLYWOOD « DOOR PRODUCTS 


RUSTICWOOD 
CONSUMERS ! Full-page, full-color ads in ARCHITECTS! Full-page, 2-color ads_ in 


SATURDAY EVENING POST (June 1 issue), ARCHITECTURAL FORUM — PROGRESSIVE 
BETTER HOMES & GARDENS (June issue). ARCHITECTURE (May and June issues). 


THE BIG PUSH IS ON 


FOR RUSTICWOOD! 


The lid is off! Simpson is launching the greatest ply- 
wood promotion imits history! Full-page, full-color 
ads in the greatest consumer magazines of them all— 
Saturday Evening Post and Better Homes & Gardens! 
Opening gun in this plywood sales barrage promotes 
Simpson RUSTICWOOD—a beautiful, wire-brushed, 
redwood plywood that sells on sight—a high markup, 
stable-market item exclusive with Simpson. Rustic- 
wood is deeply channeled every 4” on 4’ x 8’ sheets, 
has instant appeal for either interior or exterior use. 
RUSTICWOOD will also be aggressively merchan- 
dised to architects and builders with full-page color 
ads in their trade magazines. So get on the Simpson 
plywood bandwagon now! Send for your FREE 
SAMPLE OF RUSTICWOOD together with Simp- 
son’s new 36-page “MANUAL ON FINISHING 
PLYWOOD.” Simpson Logging Company, Sales 
Office, Plywood and Doors 2301 N. Columbia 


Bivd., Room No. 702, Portland 17, Oregon. PLYWOOD & DOOR PRODUCTS 


Regional Offices in New York, Cleveland, Chicago, 
Minneapolis, Memphis, Dallas, Denver, Los Angeles B U | L D E R s! 

' S : Full-page, 2-color ads in AMER 
Portland, Seattle. General Offices in Shelton, Wash. ICAN BUILDER—PRACTICAL BUILDER 


(May, June). 


You can also rely on Simpson for Acoustical, Insulating Board and 
Hardboard Products, as well as a complete line of speciality plywoods. 


PLYWOOD & DOOR PRODUCTS 
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ORANGEBURG 


Root-Proof Pipe 


makes ideal 
downspout run-offs 


33,000,000 Single Family Houses In U.S.A.! 


A big percentage of them have no downspout run-off lines. Many 
builders, plumbers, home owners, farmers—your best customers— 
will be in the market this season for Orangeburg Root-Proof Pipe 
which makes the modern and practical drainline to carry roof water 
ee Be sure to carry genuine Orangeburg to meet this demand! 
Other uses: Orangeburg Root-Proof Pipe is for 
fri Wa, a sewer lines from the house to street main or septic 
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A Best Seller Across the Nation 


Over 250,000,000 feet of Orangeburg pipe are in service today. 
Downspout run-off lines are one of its popular uses. 

Orangeburg’s lightweight 8-foot lengths save installation 
costs. Taperweld Joints seal root-proof with a few hammer 
taps...no cement, no compounds. Orangeburg is strong and 
tough. Lines 50 years old, going strong today, are proof of 
its durability. 

Orangeburg also comes Perforated in 4” size for foundation 
drains, septic tank filter fields...all wet spot drainage. 

Orangeburg’s national advertising in Life, Better Homes 
and Gardens, American Home, Farm Journal and other maga- 
zines has made the Orangeburg brand name the best known 
trade mark on pipe and fittings. 

Get genuine Orangeburg. Look for the Orangeburg brand 
name on pipe and fittings. For more facts write Dept. AL-57. 





ORANGEBURG MANUFACTURING CO., INC. #® Orangeburg, N. Y., Newark, Calif, 
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bis tank...for storm drains...and other non-pressure 
eiiererouts outside lines. Made in 2”, 3”, 4”, 5” and 6” sizes. 
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ADVERTISED IN see our catalog in 


or write for copy 


ORANGEBURG 


FITTINGS 


Tee 
Wye 
Bend 


Exclusive Orangeburg 
Fittings featuring Taper- 

lm Bend weld Joints simplify the 
installation. 
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The warm tones and natural beauty 
Also Paneling in: of these West Coast Wood 
Panelings will add interest and 


Douglas Fir distinction to any interior, or as 
Siding. You get the best selection 


West Coast Hemlock and uniform quality from 


Rosboro's own stands 


VW7Vestern Red Cedar of old growth timber, 


Available in many patterns with 
standard inventory stocks 


Write for free folder YM maintained the year around. 


showing Rosboro’'s Panelings : : 
ss elidiaate: Mixed car shipments. 
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ROSBORO LUMBER CO., Springfield, Oregon 
Please send a copy of color folder on West Coast 
Wood Panelings. 
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——————__ 

————— 
a 





Nome 











Address 


City Zone ee 


WESTERN RED CEDAR WEST COAST HEMLOCK 


DOUGLAS FIR 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


BUSINESS SO FAR THIS YEAR. 

A third of the year is gone. How is business doing and what are the pros- 
pects for doing better? Will business hold its present volume, improve or 
Slip a few steps backward? Simple questions, but short-term planning depends 
on the right answers. 

Retail sales for the country as a whole are running 2% above a year ago. 
Wages are higher, up 4% for the same period in 1956. Personal income and spend- 
able income (what's left after taxes) are both up more than wages, about 6%. 
But that's only part of the story. 

The general prices advance on merchandise has been about 3.6%—thus the 2% 
increase in sales is actually a decline in total volume. It's a solid fact that 
the public simply hasn't been buying as freely as a year ago. Population is 
up 3.2 million, a gain of 1.9% but this is not quite equal to the gain in dollar 
volume of sales at retail. Finally savings deposits are up 7% showing that 
customers are definitely dragging their feet. 














SALES FOR THE REMAINDER OF THE YEAR. 

The present sales picture is actually quite good considering the soft 
market for two basic industries—housing and automobiles. Any sizable jump in 
retail sales is predicated on improvement in home building and autos. Both 
consume huge quantities of raw materials, affect employment throughout the 
country. The prospects for home building is slowly improving but with an inven- 
tory of 800,000 unsold cars on hand, the auto dealer faces a bleak year. 

Two courses are open to the dealer, wholesaler and manufacturer. One, 
is stepped up promotion of all merchandise. Lumber dealers are beginning to 








do just this but manufacturers of building materials have cut promotion budgets 
and in their own words are "pulling in their horns.’ Two, is trading—up the 
customer with better quality products. The excellent sales for quality in new 
homes this year suggests that prospects will move better if quality not 

price is stressed. 








MORE FREE TIME COMING FOR THE HOME HANDYMAN. 

The shorter workweek is now being urged by the United Auto Workers 
union and several other unions directly affected by increased automation. As 
new union contracts are negotiated the demands for a four-day week will become 
stronger and eventually outright demands. There is a feeling it will take time 
but eventually it will come to pass in the larger mills and factories. 

Retail trade will then be drastically affected by the shorter workweek— 
and eSpecially the lumber dealer. A three-day weekend, 52 times a year will 
give more free time for the home workshop, repairs and improvements around the 
home. The dealer in the suburbs, especially, should anticipate increased con- 
sumer business in a store properly set-up to handle the public. It's still a 
long-range proposition but one that should be kept in mind in locating new 
stores, adding suitable lines of products. 








BUILDING MATERIALS AND STYLE TRENDS. 

Weyerhaeuser's Stanford University study on lumber showed the tremendous 
impact of house design on the consumption of lumber. Changing buyer preferences, 
not merchandising proved to be the decisive factor in reducing lumber per house. 

Flexibility is the key principle in today's building. Our generation likes 
change but with a maximum ease and speed. No product or building method is 
immune as new building techniques are tried. A recent proposal, for example, 
would fashion walls with sets of panels that could be snapped into framing 
beams. The panels could be any material, color or design. In this way a home- 
owner could change the wall coverings for a room in moments with a minimum 
of fuss and effort. (news continued on next page) 
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BUILDING 
Annual Rate 940,000 


Housing starts rose seasonally in 
April, but were at the lowest level for 
the month since 1949, the Labor De- 
partment reported. On a_ seasonally 
adjusted basis, however, the annual 
rate for new private housing rose to 
940,000 units in April from a rate of 
880,000 units in March. In April of last 
year new homes were started at a 
seasonally adjusted rate of 1,157,000 
units. 


New Housing Bill 

The House has passed a surprise 
compromise housing measure that 
goes beyond Administration recom- 
mendations but falls short of a meas- 
ure cleared by the Banking Commit- 
tee. The House bill now goes to the 
Senate for approval. 

Under the measure Fanny May’s 
borrowing authority is boosted from 
$1,250,000,000 to $2,850,000,000; FHA 
down payments are reduced, and dis- 
cretionary control of discounts are 
vested with Federal housing officials. 

Here are some examples of how the 
down payment requirements are 
changed under the new bill: 

Value New Bill Current FHA 

$10,000 $ 300 $ 700 

12,000 600 1,200 

14,000 900 1,700 
16,000 1,200 2,200 

20,000 2,400 3,200 

The Senate banking committee has 
also voted lower minimum FHA down 
payments, but the Senate version 
would ask for still lower down pay- 
ments for lower-priced homes and 
higher down payments for more ex- 
pensive housing. 


Easier Mortgage Money 

Another high government housing 
official has predicted an “easing” in the 
market for home mortgage money. He 
is J. Stanley Baughman, president of 
the Federal National Mortgage Asso- 
ciation (Fanny May). 

Baughman said his agency’s opera- 
tions indicate that the peak of the 
tight mortgage had passed and that 
money would continue to loosen up in 
the months ahead. He reported that 
Fanny May bought a record $387.8 
million of mortgages in the first quar- 
ter. Looking back, Baughman com- 
mented that the fourth quarter of 
1956 was probably the peak of the 
tight market for mortgage money. 

As for the future, the Fanny May 


chief predicted a steadily declining 
number of mortgages offered his 
agency by private lenders. They seem 
to have more cash on hand to make 
new mortgages, he said. 


Bright Spot Cities 

The lively discussion surrounding 
the slack in the residential construc- 
tion volume tends to obscure relative 
gains in housing starts experienced 
by a score of cities across the country. 

On the basis of a continuing housing 
analysis of 75 leading areas conducted 
by his firm, Thomas P. Coogan, pres- 
ident, Housing Securities Inc., New 
York, pointed out that 14 areas showed 
gains in starts in the spring of 1957 
when compared to the same _ period 
last year. They are: 

City Increase 

Dayton, Ohio 

MINIT TR fo cacescccencnsepoancdotension 50% 

Oe NE fe i a ier 45% 

Baton Rouge, La. ..............2000000.d0% 

San Diego, Calif. 

Pittsburgh 

TPPSRR UA. acicccicsecseiscsesansesces : 

Albuquerque, N. Mex. ............ 16¢ 

POU EP RRNINIOG | coscccccssianstssrsonsnovene 15¢ 

gis Ae. Ce | a a ene 14% 

Miami, Fla. 

Cincinnati 

San Bernardino, Riverside .... 

St. Petersburg 

* Increase less 5% 


On the gloomier side were those 
areas which had a decrease in their 
housing starts of at least 40% over the 


CERTIFICATES of Distinction in the recent 
Brand Names contest went, left to right, 
to Hugh S. Robertson, Robertson Lumber 
Co., Grand Forks, N.D., J. R. Malone, 
Acme Building Supply Co., Meridian, 
Miss., and Everett Grossman, L. Grossman 
Sons, Inc., Quincy, Mass. Not shown but 
honored as the top building materials deal- 
er in the contest was the A. W. Burritt Co., 
Bridgeport, Conn. Calcasieu Lumber Co., 
Austin, Tex., also received a Certicate of 
Distinction. 


same period last year. These cities 
were Akron, Augusta, Ga., Corpus 
Christi, Tex., Detroit, Flint, and Grand 
Rapids, Mich., Knoxville, Tenn., Louis- 
ville, Ky., Nashville, Tenn., St. Louis, 
Mo., Spokane, Wash., and Toledo, Ohio. 
With the exception of Cincinnati, Day- 
ton, and Pittsburgh, all of the active 
housing areas are located in the still 
growing south and west. The only 
missing link in this southern belt was 
Texas, which has a generally depressed 
housing market. 


Pay Scales Hold 

Hourly wage scales of union build- 
ing trades workers rose only four- 
tenths of 1% during the first three 
months of 1957, the U. S. Department 
of Labor’s Bureau of Labor Statistics 
reported. The advance, which was 
about half of that registered in the 
preceding three-month period and in 
the corresponding quarter of 1956, 
brought the average wage rate of 
building trades workers to $3.09 an 
hour. 

Raises of 10¢ were typical. Carpen- 
ters now average $3.18, bricklayers, 
$3.69, painters $3.06, and _ building 
trades laborers $2.24. 


RETAILING 
Volume by Cities 


Sales Management magazine’s an- 
nual survey of buying power includes 
a volume ranking of over 200 cities in 
lumber, building materials and hard- 
ware. The top 10 cities are: 

Area Sales 
(add 000) 

ROW ORK Sho SD sescsssccsosnesesce 728,254 

Los Angeles— 

Long Beach 

Chicago 

Detroit 

Philadelphia 

Boston 

San Francisco— 

Oakland 

Pittsburgh 

St. Louis 

Cleveland 


Department Store Decline 
In about 10 years the department 
store share of total consumer spend- 
ing has dropped from 9% to 6%, ac- 
cording to Malcolm P. MeNair of 
Harvard University, addressing a re- 
tail seminar at the University of Pitts- 
burgh. 
McNair pointed out that the de- 
(News continued on page 12) 


May 27, 1957, AMERICAN LUMBERMAN AND 





looking 


Loaded with sales appeal 
from every angle. Illus- 
trated: No. 571 decorative 
trim plate with “R” Series 
Thunderbird Design. 


New Lockwood “‘R” Series 
Starfire Design — a real 
smooth performer. 5 pin 
tumbler cylinder, all steel 
mechanism. 


—insuresfoolproofinstalla- x= 


tion, cuts installation costs. 


Lockwood Speedril makes . ‘ 
light work out of hard labor ; * b est I Oo Cc k i n Gg 


[ quickest to install 


IN LOW-COST RESIDENTIAL FIELD 


LOCKWOOD 


‘ | ® 
R’ series 
LOCKWOOD HARDWARE MFG. CO., Fitchburg, Mass. 
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Now you dont have to 


handle short siding lengths 


...and this new kind of siding 
saws and nails like finest wood! 


Do you realize how much it costs you to handle 
short pieces of siding? Now you can reduce that 
expense almost to zero, by stocking new Insulite 
Primed Siding! 

Insulite’s horizontal Primed Siding is made in 
long lengths only. It’s 14” thick, 12” wide, and 
lengths are 8’, 12’ and 16’. You are never re- 
quired to take any undesirable sizes. You never 
need to have a man sorting or grading Insulite. 


You won’t get short pieces back from jobs, to be 
rehandled or closed out at mark-down prices. 

And here’s what your builders want to hear: 
there is vo nail-hole drilling, no difficult sawing, 
with Insulite’s new siding. It looks like wood, 
works like wood—but has no knots or splits. 
Comes factory primed, for fast, low cost paint- 
ing. Three types—lap siding, grooved 4’ x 8’ 
panels and plain 4’ x 8’ panels—all delivered in 
wrapped packages. 

Want more information? Write us—Insulite, 
Minneapolis 2, Minnesota. 


“INSULITE 


Primed Siding 





Resists paint blisters. In three years of weathering, Insu- 
lite Primed Siding has shown exceptional resistance to paint 
blistering. Laboratory test above shows paint failure on 
ordinary siding, but no blisters on Insulite. 


ne . ; 
\ Insullte, made of hardy Northern wood. Insulite Division of Minnesota and Ontario Paper Company, Minneapolis 2, Minnesota 
y 





Adds new beauty. Notice the de luxe appearance of side- 
walls with 1034” exposure of horizontal Insulite Primed 
Siding. Notice, too, the handsome contrast of Insulite’s 
vertical grooved panels on gable end. It’s new, fresh styling! 
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partment store is handicapped in try- 
ing to adapt themselves to the sub- 
urban revolution. Being high-cost and 
high-margin types of retail enter- 
prises they are also vulnerable to dis- 
count houses and supermarkets. 


Why People Buy 

People do not deliberately prefer 
a well-known nationally advertised 
hardware brand but they do willfully 
reject on unknown brand. That is the 
conclusion reached after extensive 
studies made at a hardware store in 
Tampa, Fla., by Alfred Politz, noted 
consumer research expert.  Politz 
bought and operated the store for 
the specific reason to study the “anat- 
omy of a sale.” 

Convenient location of a product in 
the store is very important, says Po- 
litz. The least bit of inconvenience 
wipes out the impressiveness of even 
the best-known brands, he found. 

Politz also uncovered in his experi- 
ments that the most useful sales ap- 
proach is: “May I help you or would 
you like to be left alone?” 


BUILDING PRODUCTS 


Hike Paint Prices 

Paint prices which went up 3% to 
5% at wholesale last September, ap- 
pear headed for another round of in- 
creases, Glidden is raising prices near- 
ly 4%. Retail mark-ups are estimated 
at 20 to 25¢ a gallon. Several other 
paint manufacturers indicated price 
jumps were planned. 


American-Kwikset 

An exchange of stock which would 
give the American Hardware Corp. 
control of Kwikset Locks Inc., has been 
announced by both companies. Acqui- 
sition of a controlling interest in 
Kwikset would bring both companies 
manufacturing and warehouse econ- 
omies. 

The merger will not affect the pres- 
ent distribution policies of either com- 
pany, and should not disturb present 
customer relationships. It is expected 
to improve customer service and give 
both companies a more effective na- 
tional and international coverage of 
the residential hardware market. 


USG Sales Drop 

April sales of United States Gypsum 
Co. were $20 million, down 11.8% from 
a year ago and sales for the first four 
months were off 14.1% to $76 million. 
The report was given by C. H. Shaver, 
chairman, at the company’s annual 
meeting. 

Shaver, in response to the query of 
a stockholder asserted the company 
is maintaining its position and is not 
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losing ground to the National Gypsum 
Co. He stated that although USG’s 
profits in the quarter were down 15.2% 
the decreases in profits of four major 
rivals ranged from 21.9% to nearly 
50%. Shaver stated that his company 
still had 50% of the gypsum business 
and that “National Gypsum was not 
making inroads.” 


LUMBER 


New Lumber Standards 

The National Retail Lumber Dealers 
Association has submitted the follow- 
ing recommendations to the American 
Lumber Standards Committee with re- 
spect to the thickness of one-inch 
boards and two-inch dimension. 


@ The American Lumber Standards 
for softwood lumber, as defined under 
Simplified Practice Recommendation 
16-53, includes minimum rough dry 
thickness and widths of finish, com- 
mon boards and dimension. Although 
the word “dry” is not mentioned in 
connection, the inference must be 
assumed. 


@ We endorse the recommendation 
that 24/32” be established as the mini- 
mum dressed thickness of all one-inch 
items now required to be 25/32”, and 
we further endorse the sizes of two- 
inch dimension specified under table D 
of the Simplified Practice Recommen- 
dation. We feel these sizes should be 
the minimum based on what they 
would be with a moisture content as 
defined by Interim Federal Specifica- 
tions MM-L-00751d. 

NRLDA then goes on to suggest that 
moisture content restrictions should 
not be placed on the mills or purchas- 
ers. They say any mill should be 
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“FRIENDLIEST” of the 24 offices entered 
in the Parade of Offices during Office Im- 
provement Week in Minneapolis earns its 
title from the use of random-plank hard- 
wood plywood, warm wood furniture and a 
cherry fireplace. Minneapolis was a test 
city for a national "Better Offices in 
Wood" campaign schedule for September. 
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allowed to ship, and any purchaser to 
buy, lumber in any state of dryness, 
or in any size they choose. They com- 
ment if American Lumber Standards 
are to apply there must be minimum 
sizes. 


Kansas City 

The undertone of the market is 
strong and prices are firm on most 
common grades, Finish grades, how- 
ever, continue weak and in slow de- 
mand, reflecting the reduced residen- 
tial construction. 

On No. 2 boards, 1x6’s brought $78 
to $80, and 1x8’s sold at $80 to $82. 
On dimension, 2x4’s in 12’ lengths 
sold at $82, and on 14x16’ lengths the 
going price was $87. The 2x6’s sold 
at $87 and on 18’ lengths a $100 
price tag was generally paid. 


Tacoma 

The market generally seems to be 
holding firm. Inquiries and orders in- 
dicate some improvement in the 
overall building situation. Dealers, 
however, seem skeptical as to the 
permanency of the trend and are main- 
taining a cautious view of the outlook. 
An increase of from $1 to $3 per M 
in plywood used in construction has 
been reported and this has been cred- 
ited to an upturn in home building. 
Five-sixteenths of an inch sheathing 
was listed at $50 to $60 per M, up $1 
and $2. A jump of $3 in 5” sheath- 
ing, listed at $105, also was reported. 
However, the quarter-inch AD grade 
sanded stock, the usual index grade, is 
quoted firm at $72. 


Baltimore 


The southern pine and fir markets 
have shown some slight indications of 
picking up, although dealers in this 
area still describe conditions as “slow”. 
Some wholesalers say that they have 
been able to pick up a few shipments 
at under-the-market prices but this is 
the exception rather than the rule. 

At least part of the difficulty in the 
softwood markets can be traced to the 
strike of construction workers here, 
which has held up many building proj- 
ects. Many of the strikers have been 
out for 30 days and longer, and no im- 
mediate agreement seems imminent. 


San Francisco 


The northern California lumber mar- 
ket continues in its weak condition 
and spokesmen declare prices are 
either remaining at levels of recent 
weeks or in some instances are declin- 
ing to earlier lows. 

Production at the mills is down, as 
are shipments and new orders. The 
retail market in the San Francisco area 
remains slow, in spite of increasingly 
fine weather suitable for building. 

Many home builders, for example, 
are switching to remodeling and are 
taking on modernizing projects almost 
at cost simply in order to keep their 
crews on the payroll. 
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|CECO! WINDOWS... THE LINE DESIGNED WITH 


So 


THE DEALER IN 


= 


win Sale wih..winnoows 
THAT WOO CUSTOMERS 


Keep inventory down...buy mixed shipments at carload prices 


If an authority told you exactly what windows to feature, what styles and 
sizes will turn over most rapidly, you’d consider it ‘good business’ to take 
the advice. And that’s just the counsel Ceco provides. Here at Ceco we 
can predict which windows will move fastest, season after season —the 
country over. The fastest-selling windows in Texas?—In California? — 
What types are most popular with home-owners and builders in New 
England —the Deep South— Middle West —the northern tier of states? 
Ceco’s national analysis comes up with the right answer. And because of 
Ceco’s knowledge of your market, you can reduce the quantity of each 
window style —control your inventory. Also, by mixing your Ceco pur- 
chases in truckload lots, you can benefit from the savings of carload prices. 
So, for America’s easiest-to-sell steel and aluminum windows, see your 
Ceco man today. 


ED anierica’s WIDEST LINE OF STEEL AND ALUMINUM WINDOWS AND SCREENS 


Another Ceco Feature Winton enn Inte- 

gral Fin- Trim Casement. fins « je 

t t h implifies y ap Aoinrins oM ar 
wer labor cost extra strengt! 


ay ieee 


nll Ad 


© 
CECO STEEL ere CORPORATION 


Of t 4 ) plants in principal cities 


. Chicago 50, Illinois 


———a 


Lt 





Window-Walls Casements Sliding Windows Basement Windows Double-hung Window Picture Window: Hopper-Vent Window Awning Windows 


tn metal building products Ceco Engineering makes the big difference... Windows, Screens and Doors / Metal Lath / Metal Roofing Products / Rain Carrying Goods 
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Me cost orte'can irtencaneee FITS-ALL NO. $6 
} bainay 06 ae mm A some with Grilles No. This striking grille is on 


FITS-ALL NO. 8 designed to fit all standard 5, 8 and 9. These All-American favorite. 


; doors and adjustable te clamps make it Graceful in design and 
A grille thot is selling like hot cakes. Features M-D's patented mony others. Packed in easy to install available in three finishes. 
“ z " : . : ; individual, colorful display grilles on the sur- Easily installed and fully 
Bowes per” etyle holder — mares eney to aten ints populor carton with full instruc- foce rather than adjustable on standard size 
grille on nearly all standard size doors. Individually packed in colorful tlons end necessory screws. between stites sateen Geen. Peched ta 
carton with complete instructions and screws. Available in three finishes. Available in 3 finishes. es shown above. individual colorful carton. 
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M-D PUSH GRILLE NO. 23 M-D PUSH GRILLE NO. 15 M-D PUSH GRILLE NO. 16 


Made especially for com- A graceful addition to any Made especially for com- 
bination doors—wood or combination door—wood bination doors—wood or 
metal. 32” or 36” doors. or metal. 16” high for metal. 15” high for 21”, 
Packed 12 to a carton. either 32”, 36” or 42” 23” and 27” insert panels 
doors. Packed 12 to and for regular 32” or 
carton. 36” doors. Packed 12 to 

carton. 





MACKLANBURG-DUNCAN CO. 


P. O. BOX 1197 @© OKLAHOMA CITY 1, OKLA. 





doors wear these beautiful, exciting 


SCREEN DOOR GRILL 


“ti 
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a FITS-ALL NO. 3 


For lower section of door with cross-bar. Fully 
adjustable from 14” wide and 32%” high 
between stiles to 25” wide and 25” high 
between stiles. Packed 12 to carton. 


FITS-ALL NO. 4 
For upper section of doors. Adjusts from 
19%” wide and 20%” high between stiles. 
Packed 12 to carton. 

FITS-ALL NO. 7 
Adjusts from 14” wide and 33%” high 
between stiles to 26” wide and 26” high. 
Squares up at 26”x 26”. Packed 12 to carton. 





























All M-D GRILLES 
AVAILABLE IN 


FITS-ALL NO. 1 


Instantly adjustable to all 
screen doors. Accordion- 


FITS-ALL NO. 5 


Gracefully designed, yet 
fully adjustable for nearly 


FITS-ALL NO. FS 


Provides full protection for 
full-size ponel streen 
doors. Fits-all No. FS can 
be adjusted to fit all doors 
from 22” to 30” wide, and 
from 75” to 55” high 
between stiles. 


all standerd size screen 
doors. Easily installed on 
wood or metal combina- 
tion doors. Each grille 
pocked in attractive indi- 
vidual carton. Available 
in three finishes. 


like action permits expan- 
sion from 16” to 30%,” in 
width between stiles and 
from 40%” te 30%” 
high. Squared up size is 
30%,” x 30%". Packed 12 
te carton, screws furnished. 


Rust Proof 
Tarnish Proof 
Lifetime Finishes 
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M-D PUSH GRILLE NO. 4 
A very inexpensive and graceful push 
grille. 4” high for either 32” or 36” 


M-D MESH 
GRILLE 


Interlaced ribs form 
strong protection 
for screen. Avail 
able for 32” and 
36” doors. Packed 
6 or 12 to carton. 














Mi WAY 
SCREEN DOOR 
GRILLE 


Easily installed on 
doors or as window 
guards. Fits 30 


M-D PUSH GRILLE NO. 6 and 32”, 36” 42” 
Another handsome, low-priced push ee en ae - 
grille for aluminum or wood doors. 6” pene Sivery-Setia 
high for 21”, 23”, and 27” insert panels or Albright finish. 
and for regular 32” or 36” doors. 

Packed 12 to carton. 


ILDERS | 
DEALERS BU lumber and building 
irect today! Your Sold by she hout the country. 
Order pvt ptly- supply dealers th rovg 
order $ abe: 











yes indeed — 
whitest in the bag— 
whitest in the mix— 


whitest in the 
completed Job! 


TRINITY WHITE | 
TRINITY WHITE ~ 


TRINITY WHITE 


TRINITY WHITE 


Trinity White is a true portland cement made from materials that 
are free from color minerals. It is an intense and very beautiful white. Makes 
the most attractive of all concrete, either in the pure white or with tinting 
pigments added. A favorite with architects and builders and with 
do-it-yourself home owners. For dealer information write 


Trinity White, 111 W. Monroe St., Chicago 


as white i os snow 


plain or waterproofed 





| = = bY 

a product of GENERAL PORTLAND CEMENT Co. DEALERS! | 
Send for your copy of this new 
CHICAGO + DALLAS + CHATTANOOGA «+ TAMPA «+ LOS ANGELES popular booklet for consumers, 
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NEW, COMPACT AND PROFITABLE 





BOSTITC 
“TACK-IT-YOURSELF” KIT 


—_——— 


SELLS ITSELF ON ANY SHELF 











This attractive self-selling display unit 
holds the Bostitch T5 Tacker, instruction 
sheet and 2 boxes of staples, 1000 with 
9/16” legs for ceiling tile and paneling, 
1000 with 3/8” legs for insulation and 
screens. It’s a counter display unit, a hand- 
some take-home package and a handy stor- 
ing case in wood-grain finish. Keeps staples 
and tacker together to assure more use. 
Builds profits two ways—with more tacker 
sales, more staple sales. 

Put some of these self-selling packages 
on your counters and let them go to work 


for you. Send the coupon today. 


BOSTITCH, 745 Mechanic Street, Westerly, R. I. 


Call your Bostitch representative [ | Please have your representative show me the “Tack-It-Yourself” Kits. 


or mail coupon ‘i 
I Please send me your display pieces on insulation and ceiling tile. 


Fasten it better and faster with Vame 


Company 


BOSTITCH sais 


STAPLERS AND STAPLES City State 
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Since 1875...Complete Millwork Service 
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Qualitybilt 
Kitchens of 
Incomparable 


Exclusive 
Marrow Mullion 


Wood Casements 













iT COSTS NO MORE 


To Guilall The Finest” 


Since 1875 the QUALITYBILT name has been synonymous with 
sales-stimulating “extras”... such as featured in these 

dramatic Birch Kitchen Units. Created from the matchless beauty 
of fine wood with incomparable craftsmanship, these smart 
Kitchens are precision-machined for fast, easy assembly . . . feature 
1-1/16" thick warp-resistant doors, sleek, modern hardware, 

and a host of other distinctive features! 


QUALITYBILT Wood Casements . . . the ultimate in streamlined, 
slenderized beauty, add charm and durability to any home with 
their slim, modern mullions, toxic-treated wood parts! Select from 
a wide range of sizes and types. Write today for our fact-filled 


catalogs and name of your nearest QUALITYBILT distributor! 











F: FARLEY & LOETSCHER 


QS SR * DUBUQUE, IOWA 












THREE STEPS TO AMUSE SALES! 


Always have a supply of sales lit- 
erature on hand. Full color folders, 
promotional material and sales aids 
are FREE to every recognized build- 
ing supply dealer. 


Be sure to tell new home planners 
about the BILCO Door. Remind them 
that supplementing the inside stair 
with direct access is the only way to 
have a useful, convenient and safe 
basement. And Bilco Stair Stringers 
make building steps easier, more 
economical than ever before. 


Create interest and sales by setting 
up this “Silent Salesman” in your 
yard or showroom. A standard size 
A painted bright red comes equipped 
with attractive sign. Sold at a very 
special price on a money back 
guarantee. 








Follow these steps and sell BILCO Doors ‘GasemenT DOOR 

in volume for new homes and to replace : -—- 

wood hatchways. Available immediately from 

wholesale distributors in most sections. Bilco Basement Doors are packaged 
for convenient storage and handling. 














Now you can | AMERICA’S FINEST 

sell packaged .. j ‘ BASEMENT DOOR 
stair stringers 4 

for quick, easy 

installation 

of basement 


| The BILCO Co., Dept. 730D, New Haven, Conn, 

| 

| 
stairways. j | 

| 

| 


Gentlemen: 
[] Please send samples of literature so we can order a supply. 
[_] Please send information on the display offer. 


ee ee ee 
Company__ 


a 
Sold only by Lumber and Building Supply Dealers. ‘ 
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Sell the fireplace unit that 
} homeowners know and want! 


HEATILATOR UNITS 
outsell all others 3 to 1! 


Homeowners everywhere know and 


prefer Heatilator heat-circulating 


fireplaces 
they have proved 


For 30 years, 


best in thousands of installations. 
Three out of four heat-circulating 
Heati- 


fireplaces in use today are 


lator units. 
You sell 


Heatilator, because it’s always easier 


more when you feature 
to sell the leader. 


TAKE ADVANTAGE OF THESE 
BIG HEATILATOR SALES POINTS 


1. Ready-made market 


advertised 


consistently 


to consumers and_ builders. 


eatilator is the known and accepted fire- 
Heatilat th 1 pted fir 


place unit 


2. Proved in actual use—in thousands 


of homes for more than 30 years. 


3. Makes fireplaces easier to build — 


provides a complete form for the masonry. 





INTAKE 











4. Circulates heat—climinates smoke 


and draft problems 


5. Helps you make more money— 
through greater sales, higher markup. 


Stock up now for the big fireplace sea- 
son ahead. Call your distributor, or write 
direct: Heatilator Inc., Division of Vega 
Industries, Inc., 855 E. Brighton Avenue, 


Syracuse 5, N.Y. 


HEATILATOR FIREPLACE 
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IDEA -A-MINUTE 


Cash for Your Ideas! 


Got any good ideas that are work- 
ing for you — something that you 
thought up yourself? If so, why 
not mail them in to us? The address 
is American Lumberman, 139 North 
Clark Street, Chicago 2, Ill. We'll 
pay you $3 for each item used. They 
can be as long as a column or as 
short as a paragraph. The ones 
used on this page will give you an 
idea. The Editors 


Free Ice Cream 


Every child who comes into our 
store receives a small card entitling 
him to a free ice cream cone. The 
child must be accompanied by a 
parent. The card reads: 

“Free ice cream cone at Hopping’s 
99 Ice Cream Factory, Compliments 
of Hi-Line Lumber Co.” 

You may be sure that the younger 
generation makes sure that Dad’s 
building materials come from the 
vard which gives away the free ice 
cream cones.—Stan Mitkelson, Hi- 
Line Lumber Co., Seattle, Wash. 


Feminine Trade 


Until we analysed our trade we 
did not realize what a large percent- 
age of our sizable walk-in trade is 
made up of women. We carefully 
checked this and, as a result, have 
employed a personable lady to act 
as clerk in our store. This has in- 
creased the satisfaction of our fe- 
male customers.—Alan Knox, man- 
ager-owner, Lakeside Lumber Co., 
Oswego, Ore. 


Estimating Labor 


In estimating the cost of labor 
needed in producing an _ end-use 
package for a customer, we have 
found the buyer understands and 
accepts our statement that, in gen- 
eral, construction labor costs about 
the same as the materials being in- 
stalled. 

Thus, we tell a buyer it will cost 
about $100 for a carpenter to erect 
$100 worth of lumber. As the ma- 
terial being used becomes more 
costly it naturally takes more care- 
ful and more costly work to install. 
This gives the company about $4.50 
per hour for labor of erecting fram- 
ing, for example, which is about 
right to pay a first class carpenter 
and cover our administrative over- 
head. 

However, this 50-50 ratio is 
thrown off if there is any demoli- 
tion work in connection with the 
improvement being sold.—George 
Osborne, owner, Northwest Lumber 
& Millwork Co., Chehalis, Wash. 


(more ideas on page 24) 
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Den or Family Room 


BRUCE RANCH PLANK 


Bedrooms and Halls 


BRUCE STRIP 











Living-Dining ‘Aven 
BRUCE BLOCK 





Bruce PREfinished Floors 


PUT MORE SALES APPEAL IN ANY FLOOR PLAN 







Help builders, floor layers, home owners get distinctive 
variety by promoting these three profitable Bruce 
PREfinished Floors: 


BRUCE BLOCK-—A smart geometric pattern with 
modern style. Easily blind-nailed to any wood subfloor. 












BRUCE RANCH PLANK - Its alternate widths, 
medium-dark decorator finish and factory-inserted 
walnut pegs radiate warmth, charm and informality. 








BRUCE PREFINISHED STRIP—The popular 
favorite for use anywhere. More than 400,000 home 
owners are now enjoying this beautiful floor. 








All three types are laid by blind nailing—just like any Extra beautiful, extra durable! 
other wood flooring—but there’s no expensive time- 
consuming sanding and finishing. 





The famous Bruce factory finish is baked into the wood and 
then waxed and polished to a beautiful, lasting satiny 






Best of all, you make more on every foot of Bruce sheen. Mar-resistant, easy to stock and handle. 
PREfinished Flooring ... your regular flooring profit 
plus anextra profitonthe finish, 4 twee - - - - - - — - - - - - - - - - ~~ ~~ -- - == 




















Stock and sell this modern hardwood flooring adver- 
tised by Bruce in leading magazines. Write today for 


" : Mail for complete information 
complete information. 


E. L. Bruce Co. 
1426 Thomas St., Me mphis 1, Tenn 


BRUCE 


Bruce PREfinished 
HARDWOOD FLOORS 


Send complete data on Bruce PREfinished Floors 
Name 


Address 


BRAND NEW FROM 


ROLL-ON’ ROOFING and SIDING 


Just three sizes for a complete stock! 


Three handy widths of Kaiser Aluminum Roll-On 
Roofing — 54”, 30” and 18”— give you a complete 
stock for your customer’s needs. New Roll-On Roof- 
ing is .019” thick, with 14" pitch corrugations, 
attractive embossed finish. Comes in 50-ft. rolls. 


e@ EASY TO INSTALL. Just roll it on and nail 
it down. No fitting small pieces, practically no side 
laps. 

@ REFLECTS HEAT. Farm buildings stay up to 


15° cooler in summer, warmer in winter. 


@ CUTS MAINTENANCE. Embossed Roll-On 


Roofing won’t rust, won’t rot . . . never needs painting. 


e LIGHT, YET STRONG AND DURABLE. 
Unrivaled record of freedom from wind damage and 
nail pull-through. Gives years of service in all kinds 


of weather. 


TESTED SALES POWER 


Kaiser Aluminum Roll-On Roofing has been pre- 
tested in three Southern states for over a year. 
Farmers throughout the test market have acclaimed 
Roll-On Roofing’s ease of handling. They have en- 
thusiastically reported substantial savings in time, 
labor and money. In short, Roll-On Roofing has not 


only proved itself in sales, but has gained the com- 
plete acceptance of farm users and builders. 


NATIONALLY ADVERTISED 
TO YOUR CUSTOMERS 


We’re bringing pre-sold customers into your store by 
telling over 7-million farm readers the Roll-On Roof- 
ing story in leading farm magazines. Farmers across 
the nation will read all about it in — Farm Journal, 
Successful Farming, Progressive Farmer, Hoard’s 
Dairyman, Poultry Tribune, and state farm papers in 
key markets. 
kk 


YOU JUST CAN’T MISS with new Kaiser Alu- 
minum Roll-On Roofing, backed up with Kaiser Alu- 
minum 48” and 26” wide roofing sheet. To get more 
information about how Kaiser Aluminum Roll-On 
Roofing can be the most profitable building material 
you ever handled, mail in the coupon today! 


... AND HERE’S ANOTHER GREAT SALES-MAKER 


Kaiser Aluminum 48” and 26” Wide Roof- of standard size widths...cut building 
ing Sheet...better roofing because it’s time because one lightweight sheet takes 
light, strong, easy-to-handle, rot-proof and _ the place of two. Fewer side laps too. Saves 
forever rust-free, never needs painting. Big your customers time and money, gives you 
48” wide sheets cover almost twice the area _ satisfied customers every time. 
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Just roll it on and nail it down .. . it’s 
that easy to use. And you’ll see how 
easy it is to “roll up sales” and “nail 
down prospects” with new Kaiser f 
Aluminum Roll-On Raofing. ; 


a 


LAST CHANCE TO ENTER KAISER ALUMINUM’S “HAWAIIAN — a 


DEADLINE IS MIDNIGHT, JUNE 1, 1957! ENTER NOW! 

Win a glorious vacation in Hawaii, all expenses paid. If you Ao Maes 
haven’t already entered Kaiser Aluminum’s “Hawaiian Village” A, 9 7; 
contest you still have time to do so. Send for your official Kaiser A MIP’ 
Aluminum “Hawaiian Village’? Contest Entry Kit now. Write ; 

to Kaiser Aluminum & Chemical Sales, Inc., Merchant Products 

Dept., 919 N. Michigan Ave., Chicago 11, Illinois. Write today! 








A QUALITY LINE OF ALUMINUM PRODUCTS FOR BETTER DEALERS Scores of Sales Opportunities for Town 
> , Y ab and City Trade! This booklet lists 101 
ways in which to sell your town and 
city customers on new Roll-On. Use it ;. 
for awnings, tree and shrub guards, 
dog houses, tool sheds, recreation room 
bars, sign backing, heat and light reflectors and scores 
of other uses. 








ROLL-ON* ROOFING 48” WIDE ROLL VALLEY FLASHING KLADLINED * SHADESCREEN* 
AND SIDING ROOFING SHEET AND ACCESSORIES IRRIGATION TUBING 

Kaiser Aluminum and Chemical Sales, Inc. 

Merchant Products Dept. AMB-3 

919 N. Michigan Avenue 

Chicago 11, Illinois 


- Please send information about Kaiser 
Lg ih Aluminum Roll-On Roofing, and include 
details about the advertising program. 


NAME 
“TRADE MARK MAIL THIS COUPON TODAY! } | >DRESS 


























See “THE KAISER ALUMINUM HOUR.” Alternate Tuesdays, NBC Network. Consult your local TV listing. 
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Only from Insular... 


PHILIPPINE MAHOGANY LUMBER 
THAT SURPASSES NHLA STANDARDS 


Nothing more strongly attests to the 
superb quality of Ilco Philippine 
Mahogany than the fact that it consist- 
ently surpasses NHLA standards. How 
can Ilco do this? Because, grown in the 
same area on the island of Negros, the 
timber is highly uniform structurally; 
and because it is processed at the 
Orient’s largest and most modern mill. 
The result is lumber of extra strength 
and excellent workability that takes- 
and holds—any finish. 


Scientifically kiln-dried —AIll Ilco 
lumber is scientifically dried in the 
company’s own 13 kilns at the mill in 
Fabrica. When properly kiln-dried 
under carefully controlled conditions, 


as at Ilco’s mill, fiber strength increases; 
stiffness and hardness as well as bend- 
ing and compressive strengths substan- 
tially improve. With excess moisture 
removed, the wood is of course more 
easily worked. 

Graded after drying—Since Ilco 
grades and measures all lumber after 
kiln drying, you are assured of both 
full count and finest quality in your 
footage. And for maximum protection, 
paneling, molding, door jambs, and 
S4S lumber are all steel strapped in 
waterproof paper. Stock the brand that 
is certain to satisfy your customers 
Ilco, the Philippine Mahogany that 
surpasses NHLA standards. 


PANELING e SIDING « MOLDINGS « FLOORING ¢ TRIM ¢ ROUGH AND SURFACED LUMBER 


Order from the distributor nearest you 


INSULAR LUMBER 


24 


UNITED STATES 
ALABAMA—Montgomery 


Germain Lumber Corporation 
CALIFORNIA—San Francisco 

Davis Hardwood Company 

—Los Angeles 

Mahogany Importing Company 
COLORADO—Denver 

Frank Paxton Lumber Company 
ILLINOIS—Chicago 

Frank Paxton Lumber Company 

Columbia Hardwood Lumber Company 
INDIANA—New Albany 

Chester B. Stem, Inc 
ltOWA—Des Moines 

Frank Paxton Lumber Company 
LOUISIANA—New Orleans 

Dixie Lumber Company 
MASSACHUSETTS—Charles own 

Winde-McCormick Lumber Company 
MISSOURI—Kansas Ci y 

Frank Paxton Lumber Company 
NEW MEXICO—Albuquerque 

Frank Paxton Lumber Company 
NEW JERSEY—Comden 

Du Bell Lumber Sales Company 
NEW YORK—Brooklyn 

Anchor Sales Corporation 

Black & Yates, Inc. 


NEW YORK—Odessa 
Cotton-Hanlon, Inc. 
NORTH CAROLINA—Greensboro 
Brown-Bledsoe Lumber Company 
PENNSYLVANIA—Philadelphia 
Fessenden Hall Plywood, Inc. 
—Pittsburgh 
Germain Lumber Corporation 
TEXAS—Fort Worth 
Frank Paxton Lumber Company 


WASHINGTON—Secttle 
Matthews Hardwoods, Inc. 


CANADA 
ALBERTA—Edmonton 
Fyfe Smith Hardwood, Ltd. 
—Calgary 
Fyfe Smith Hardwood, Ltd. 


BRITISH COLUMBIA—Vancouver 
J. Fyfe Smith Co., Ltd 


ONTARIO—Toronto 
Robert Bury & Co. (Canada) Ltd. 


QUEBEC—Montreal 
Robert Bury & Co. (Canada) Ltd. 


HAWAII 
HONOLULU 


American Factors, Limited 


SALES CORPORATION 


1405 Locust Street, Philadelphia 2, Pa. 
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(begins on page 20) 
Advertise on Payday 


Many retail sales industries be- 
lieve in placing their newspaper 
advertising the night of paydays in 
an effort to sell more merchandise. 
In many towns this system has been 
tried and proven effective.—Robert 
A. Whitney, president, National 
Scles Executives, New York, N. Y. 


Two Good Letters 

Here are two sample letters we 
sent out. The first letter goes to our 
new cash customers; the second let- 
ter to our new charge customers. 
—Hugh S. Robertson, Vice-Presi- 
dent, The Robertson Lumber Co., 
Grand Forks, N. D. 

Dear Mr. Brown: 

We were very pleased when you 
recently opened an account with us 
and we sincerely hope that you will 
find it helpful and convenient. All 
of us at Robertson’s are most anx- 
ious that you will always receive 
courteous, efficient service. If, at 
any time you feel we have fallen 
short, do please call it to our atten- 
tion. We will appreciate your crit- 
icisms and your suggestions. 

We would like to call your at- 
tention to our new gas station in 
East Grand Forks and we would 
be happy to serve your require- 
ments. The Robertson Lumber Co. 
would also like to call to your 
attention the fact that we handle 
the foremost brand names in the 
building material field, so you can 
be assured of quality when you buy 
at Robertson’s. 

We are grateful for your confi- 
dence and will make every effort 
to prove worthy of it. 

Don Mitz, Manager 


* * * 


Dear Mr. Rust: 

Recently you made a cash pur- 
chase at our store, which was ap- 
preciated by us. 

We are prone to take our cash 
customers as a matter of fact, but 
we want you to know that your 
business is appreciated. We will wel- 
come having you come back when- 
ever our materials or services may 
warrant it. 

All of us at Robertson’s are most 
anxious that you receive courteous, 
efficient and personal service. If at 
any time you feel that we have fal- 
len short, do please call it to our 
attention. We will appreciate your 
criticisms and your suggestions. 

We would like to call to your at- 
tention that we handle the fore- 
most brand names in the building 
material field, so you can be assured 
of quality when you buy at Robert- 
son’s. 

Thank you for your patronage. 

—Don Mitz, Manager 
(more ideas on page 29) 
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6 MILLION Channeldrain’ 


salesmen for you 


of Channeldrain — and any other Wheeling warehouse 


And these Wheeling Channeldrain salesmen really go 
stocked product—and you'll see why Wheeling’s ahead 


places! They carry the Channeldrain sales story right to 
the heart of the nation’s farms... work for you in each on every count! 

of these leading farm magazines. Here’s real solid, sales- Take advantage of Wheeling’s two-way sales support. 
getting advertising. It’s the kind of pre-selling that makes — Stock and sell Channeldrain—and all the full line of 
Wheeling products. Call the Wheeling warehouse or 


your job easier! 
sales office nearest you for complete details. 


Add this advertising support to quick warehouse delivery 


WHEELING CORRUGATING COMPANY ¢ WHEELING, WEST VIRGINIA 
IT’S WHEELING STEEL 


IMMEDIATE DELIVERY ON ALL WAREHOUSE-STOCKED ITEMS FROM THESE WAREHOUSES: BOSTON, BUFFALO, CHICAGO, COLUMBUS, DETROIT, 
KANSAS CITY, LOUISVILLE, MINNEAPOLIS, NEW ORLEANS, NEW YORK, PHILADELPHIA, RICHMOND, ST. LOUIS. SALES OFFICES: ATLANTA, HOUSTON 
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QUIET ZONE CEILING TILE. Today’s mark of a 





Ph SOLD 


And Your Builder Customer Knows It! 


YOU SELL MORE...HE SELLS EASIER 
WHEN YOU BOTH SELL THE BEST 


CELOTEX 


REG U.S PAT OFF 





Nothing helps selling like a name people trust ... and no name 
says “dependable quality” more than Celotex. Many years of 
advertising leadership and prestige-building performance have 
pre-sold your customers—big and small—on the long line of 
products so familiarly labeled ‘““CELOTEX.” Here are just ‘‘nine 
from the line”. . . typical of many top-quality products bearing 
the pre-sold Celotex name. Put the power of this famous brand 
name to work. You'll sell more when you sell genuine Celotex! 
26 














INSULATING SHEATHING. Superior insulation 
value, structural strength, durability. Builders agree 
Life-of-Building guarantee certificate for home buyer 
makes prospects quality conscious, helps close sale, 


INSULATING ROOF SLABS. Roof deck, insulation, 


truly modern home. Patented, eye-pleasing Linear- _ built-in vapor barrier, finished ceiling, plus continu- 
Random perforation design. Exclusive true white ous vapor seal at all joints. (Also available without 
factory finish. vapor seal.) Ideal for exposed-beam construction. 


A FAMOUS LINE OF NATIONALLY ADVERTISED QUALITY 
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*Reg. U.S. Pat. Off. 
tTrade Mark 



































MINERAL WOOL BLANKETS. Preferred ceiling and TRIPLE-SEALED* ASPHALT SHINGLES. Color- CELO-ROK* GYPSUM WALLBOARDS. High-purity 
wall insulation. Spun-Process manufactured for lighter harmonized. Complete line includes strip shingles in gypsum deposits, plus rigid quality control in manu- 
weight, extra resiliency. Reflective and regular types. standard weight, triple-coverage 300-Ib. Aristocrat*, facture insure uniformly superior wallboard prod- 
Full, medium and utility thicknesses. and new square-tab wind-resistant Celo-Lok®, 





ucts. Also a complete line of joint finishing products. 






BUILDING PRODUCTS... PRE-SOLD OVER A THIRD OF A CENTURY! 


CELO-ROK* PLASTERS & LATH. Base and finish- 
coat gypsum plasters, ‘tailor-made’ to assure 
proper setting qualities for your area. Plain, per- 
forated, foil-backed or long-length lath. 












Ty 
INSULATING SIDINGS. Granule-surfaced Celotex 
Insulation Board panels for modernizing and low- 
cost new construction. In a variety of colors and 
blends. Three types: exclusive Colonyt stone; brick 
design; and striated or wood-grain lap sidings. 









FOR SAMPLES, HELPFUL LITERATURE, 
MERCHANDISING AIDS, CONTACT YOUR CELOTEX 
REPRESENTATIVE OR WRITE DIRECT: 


FLEXCELL* PERIMETER INSULATION. Asphalt im- 
pregnated throughout entire thickness of the board. 
For concrete slabs at grade. Like all Celotex Fiber 






Board products, effectively protected against dry 


THE CELOTEX CORPORATION * 120 S. LASALLE STREET * CHICAGO 3, ILLINOIS rot and termites by exclusive Ferox* process. 
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|] NF OF AMERICAS 


2 BEST 
STEEL STUDS 


RIGID a sien | late ROLL FORMED 


. from top to bot- : ieee ... before steel is per- 
tom, side to side. One rete! forated. Gives exact hori- 
piece. No welds. os | | 3 zontal position of openings 
Needs little or no pre- Lr in each stud. 
iminary bracing. pa la 


ONE PIECE 


LEGS STRAIGHT 
% . . « fromm end to end. No 
meld pee “ -_ rs waves, wobbles or ridges. 
height on te) sides ¥ 
from end to end. Uni- veges Seetleates : 5 
Matias  Seettens ; SIZES 


form throughout. 
2”, 2%", 3%", 4”, 6” 


¢. e 4 PERFORATIONS 
NAM HOLES SLL L ‘ , ... each stud is 


‘ mechanically in- 
are perforated aft- +e, my eetee ‘ f 

payee ale atin) . dexed so that all 

_ ete COLLIS LA openings are 

gated and staggered agate” M always lined up 

for ample nailing space. (a ‘ 7) vertically and hori- 

Permit re-nailing if con- “a ‘ tontally. 
crete shatters. 


Bostwick always sells 100% through dealers 


Send for your new 
ChanL-Form Cale B ¢ 4° THE BOSTWICK STEEL LATH COMPANY 
today! It contains 
eso charts and 
specifications. 107 Heaton Ave. ° Niles, Ohio 
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ADEA -A-MINUTE 


(begins on page 20) 


Banker Cooperates 


We have found our local com- 
munity banker is glad to help us 
get business by allowing us space 
in the bank lobby from time to time 
for a building products display. We, 
of course, have shown him that this 
policy will help him in securing de- 
sirable home mortgages and home 
improvement loans.—Dale Bierce, 
partner, Logan Lumber Co., Seatile, 
Wash. 


Mortgage Money Source 


We have found that the Voluntary 
Home Mortgage Finance Program 
which the government and the build- 
ing industry jointly are carrying on 
has produced mortgage money for 
some of our customers when locel 
sources failed us. In these times, 
ability to guide customers to satis- 
factory financing is important to 
a lumber dealer and we can recom- 
mend this method as a good one.— 
George Osborne, owner, Northwest 
Lumber & Millwork Co., Chehalis, 
Wash. 


Show Justifies Itself 

I think our participation in the 
local housing show this spring was 
definitely worth while, but it could 
have been more so. The value of that 
participation depends on the vigor 
a lumber dealer puts into his follow- 
up of prospects developed there. 

Ralph Howard, Basin Building 
Materials, Klamath Falls, Ore. 


Jobber's Plan Works 


When we wanted to hold an open 
house we found our hardware job- 
ber had a merchandising plan for 
such events that had been tested 
over a large number of similar 
events. At his suggestion we used 
the plan and found it worth while.— 
E. R. Slegg, partner, Slegg Bros., 
Sidney, B.C. 


Lots with Packages 


Our plan of buying up lots to 
include as a part of our complete, 
package homes is working success- 
fully—George V. Moore, president, 
G. V. Moore Lumber Co., Ayer, 
Mass. 


Local Contacts Made 


One of the best promotional ideas 
we have had in our business is to 
hold an open house in conjunction 
with the local garden club annual 
show. We awarded prizes for the 
best displays. This brought in new 
people, who naturally got acquainted 
with our services. — Lee Wilson, 
manager, W. J. McCready Lumber 
Co., Tigard, Ore. 
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STANLEY Electric 


Tools 


The builder saves money 
with a shop he can carry 


And the Stanley H63 Builders Kit is a shop any carpenter can carry to the 
job... to job after job, where these Stanley builders tools make his door 
hanging faster, easier and better. Open up this compact kit of builders 
equipment... let your carpenter customers see — it for them. 


Fit doors perfectly with new 16” 
Jointer Plane. Cuts as wide as 
2-1/16”. Long shoe and high 
speed gives smooth, straight cuts 
... fast! Same 22,000 rpm motor 
powers the router. 


£ 


p 


Hang doors perfectly. The power- 
ful H45 1/2 hp router, shown 
above, cuts hinge mortises in sec- 
onds. Template assures perfect 
alignment and will fit doors up to 
2” thick for 2 or 3 hinges. 


Ask your wholesaler about Stanley Builders Kits, or for full 
details, write Stanley Electric Tools, Division of The Stanley 
Works, 125 Myrtle Street, New Britain, Conn. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools + drapery, industrial and builders hardware + door controls + aluminum windows « metal parts + coatings « 
steel and steel strapping—made in 24 Stanley plants in the United States, Canada, England and Germany 
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FOR STEADY, PROFITABLE ROOFING SALES... 


‘es 


stock 


WOODTEx' © 


ASPHALT SHINGLES... 


the crowning touch 
for any roof! 





For steady, profitable roofing sales, be sure you 
have Woodtex in stock. Just hold a Woodtex 
Shingle in your hands—and you’ll see why so many 
builders and roofers regularly use this standard- 
bearer of the Certain-teed line, in preference to 
other brands. 


You'll notice the rich, built-up graining that gives 
Woodtex a distinctive charm and texture not found 
in any other roofing shingle. You’ll feel the heft and 
weight (250 lb. per square) that keep a Woodtex 
roof flat and secure in any wind or weather and give 
it extra years of trouble-free service. Look at the 
range of cool pastels, medium blends, and two- 
tones available—and you'll appreciate how much 
homeowner sales-appeal Woodtex really has. 


Get full details about this quality product from 


your nearest Certain-teed supplier—or write to us. 


Products of Certain-teed Products Corporation 
SOLD THROUGH 


& VI 
¥ Crom, | BESTWALL CERTAIN-TEED SALES CORPORATION 
Sriryy 120 East Lancaster Avenue, Ardmore, Pa. 
PRODUCTS EXPORT DEPARTMENT: 100 East 42nd St., New York 17, N.Y. 
REG. U.S. PAT. OFF, ASPHALT ROOFING e SHINGLES » SIDING e ASBESTOS CEMENT SHINGLES AND SIDING 
FIBERGLAS BUILDING INSULATION e ROOF INSULATION e SIDING CUSHION 


PAINT PRODUCTS—ALKYD e LATEX © CASEIN » TEXTURE @ PRIMER-SEALER 
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YES... 
The. Otis ginik Reberg 


WITH THE =PRII- VTRCT 1 LINE! 


Put yourself in the best possible position to meet this 
growing demand by joining the ranks of successful PRO- 
TECT-U Dealers 


Popularity of jalousie windows and doors is on the increase 
in all parts of the country. It’s part of the trend to outdoor 
living. 

Why Pro-Tect-U Jalousies are MORE-PROFITABLE-TO-SELL: They're rec- 


ognized as the standard of beauty and quality for the industry—so you 
They're PRICED RIGHT! 


Why Pro-Tect-U Jolousies Are EASIER-TO-SELL: 

@ Oldest — Best Known Name — Nationally Advertised 
@ Exclusive Features — Finest Hardware 

@ Proven Engineering — Built to Last 

@ Modern Styling Wins Customer Preference 

@ Dynamic Interest Arousing Sales Aids 


can quote and sell on a top-profit basis. 


Pro-Tect-U Eliminates Your Inventory Problems. Standard packs of 


component parts, pre-packed ready for immediate shipment from 
conveniently located warehouse. No need for you to carry a big stock. 


NOW eee PRO-TECT-U 
Sliding Glass Doors 


Three beautiful styles... Weathersealed for all 
Colortul climates Expandable into spacious glass pic- 
Brochure 


ture walls 


Get the Complete PRO-TECT-U Profit Story Now .. . 


Use the Convenient Coupon Below. 


PRO-TECT-U JALOUSIE CORPORATION AL-5 
4525 Ponce de Leon Blvd. * Coral Gables, Florida 


Envelope Counter 


Demonstration Sales-Building 
Stuffers Book 


Model Posters 








PRO-TECT-U JALOUSIE STORM DOORS 


Offer Profits Unlimited! In one unit you have a 


BUILDING PRODUCTS MERCHANDISER 


summer screen door and a winter storm door — 
transformed by turning a convenient handle. Better 
than a combination door, because during a summer 
rain the louvers may be tilted — to let air in, keep 
rain out. Completely weather-sealed . . . non-sag, 
solid core, Novo Ply laminated construction . 
adjustable to any opening . . . choice of two styles, 
expander or Z-Bar frame. Also available: Pro- 
Tect-U wood prime doors with jalousies. 





[) PRO-TECT-U Jalousie Windows and Doors 
{} PRO-TECT-U Sliding Glass Doors. 
{_] Please have your representative call. 


Name 





Address 





_ 
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YOU GET AMERICA'S FINEST WITH 


Appalachian Hardwoods! 


te 


The Appalachian area produces a fine type of Hardwoods—-soft 
textured, easily machined, close, uniform grain—that is preferred 
by thousands of Hardwood users. Let this preference build sales for 
you, foo. Specify lumber, flooring and specialties of Appalachian 
Hardwoods. Consult the concerns on this page. 








*The M. B. Farrin Lbr. Co., Cincinnati, Ohio 


Kiln Dried and Air Dried Appalachian Hardwoods. 
“Century’’ Oak and Maple Flooring. 


“M. E. Crisp Lbr. Co., Welch, W. Va. 


West Virginia and Kentucky Appalachian Hardwoods, 
Oak, Poplar, Beech, Maple, Ash, Hickory, Chestnut and 
other hardwoods, All facilities. 








Wood-Mosaic Corp., Louisville 9, Ky. 


White and Red Oak, Walnut. Poplar, Basswood, Beech, 
Cherry, Mahogany and Lauan Lumber. Domestic and 
imported Veneers. Hardwood Flooring—Oak and Maple 
Strips and Laminated Block and Special Pattern Flooring. 


“Cherry River Boom & Lbr, Co., Richwood, W.Va. 


Appalachian Hardwoods, Flooring, Planing Mill Products. 
Glued Dimension. 








“Hamer Lumber Sales, Inc., Kenova, W. Va. 
Exclusive Sales Agents for 
]. P. Hamer Lbr. Co., Inc., Kenova, W. Va. 
Hamer Lbr. Corp., Appalachia, Va. 
Manufacturers Appalachian Hardwood Lumber 


“Bemis Hardwood Lbr. Co., Robbinsville, N. C. 


Hemlock, Hardwoods, Flooring, Dimension. 








“McCracken & McCall, Inc., Lexington, Ky. 


Appalachian Hardwoods 
Band Saw and Planing Mill at Flat Lick, Ky. 


*Member Appalachian Hardwoods 


Manufacturers, Inc. 





PROT LR 


LWAYS SPECIFY APPALACHIAN HARDWOODS 


Ke 


x Basia 
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Proved the Favorite... 
FORTY MILLION TIMES 


Here is the forty millionth can of Archer Pol-mer-ik Linseed Oil. 
It was manufactured this spring. 
To sell 40 million of anything, you must have a good product backed by 
vigorous merchandising heip for dealers. Archer Pol-mer-ik is famous 
for its consistent high quality and high rate of repeat customers. 
Hard-hitting merchandising keeps the Pol-mer-ik name constantly 
in buyers’ minds . . . making it first choice of America’s painting contractors. 
This combination—good product plus strong merchandising—has 
produced consistent profits for thousands of dealers over the years. 
It will also work for you. Write us for full details. 


ARCHER 
° 


Pol ner- = <eteaagh 


700 INVESTORS BUILDING 


LINSEED OIL MINNEAPOLIS, MINNESOTA 
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EDITORIAL 





The Worst Mistake | Ever Made 


Mistakes can be turned into gains if they are identified and corrective action taken. 


An innovation in our management workshops has 
been to ask each participant to contribute (unsigned) 
the worst mistake he ever made as a manager. This 
has proved to be one of the most constructive and 
appreciated items on the schedule. 


On the theory that we can learn from others—as well 
as our own—mistakes, we are printing a list of these 
that we received at a recent workshop (additional lists 
will be published from time to time) : 

“Failure to train salesmen.” 

“Hiring unproductive salesmen.” 

“Not putting enough thought and planning into the 
recruiting and selection of new employes.” 

“Not going into package selling five years ago.” 

“Delay in putting in effective credit controls when 
company began to increase substantially in size.” 

“A policy of sending people to a bank for Title I and 
home financing. Lost control of sale and many times 
lost the complete sale.” 

“Bought large stocks of old style merchandise during 
time of shortage and then failed to dispose of it at a 
profit.” 

“Our most serious mistake was in not putting in 
complete line of building materials years ago—we han- 
dle only lumber.” 

“Most serious mistake was, and still is, not selling 
the wide open market for package and end use selling.” 

“Depending upon contractor for high percentage of 
business.” 

“Buying a line that was good, but the manufacturer’s 
representative did not help us sell this to architects, 
contractors and ourselves.” 

“Failure to adequately control extension of contrac- 
tor credits.” 

“Hiring relatives and have found it hard or almost 
impossible to fire some of these people.” 

“Taking on a new line with only the promise from 
the salesman that he would help acquaint and train 
our people on the item. He got the order—we never see 
him anymore.” 

“Our most serious mistake in. policy was to be un- 
bending in holding to a high price line. The net result 
—we lost much of our contractor business. This to- 
gether with a lack of training of sales personnel gave 
us nothing to replace our lost volume with profitable 
volume.” 

“Not having adequate records during fast postwar 
expansion of inventory and credit and not rectifying 
condition since that time.” 

“Distributing too much of our annual profit. Not re- 
taining enough for additional working capital, reserves 
and expansion.” 


34 


“Continuing unprofitable lines and services without 
correcting prices or dropping the line sooner.” 

“Waited too long to build a modern store and dis- 
play room in connection with the lumber yard. When 
we finally got around to it, it has proved very profit- 
able.” 

“Not discovering that we are selling items for too 
little profit, thinking volume was the answer.” 

“When remodeling the store, instead of expanding 
on the ground, we built it one story higher. Conse- 
quently, we are cramped for room on the first floor 
where 90% of our store traffic is, and have plenty 
of room on second floor where traffic is at a mini- 
mum. It is very difficult to get customers to the 
second floor.” 

“Expanding the retail store and showroom on the 
present site which is limited in space and not on a 
heavily travelled route.” 

“Failed to follow trend to different construction 
materials, thereby losing market for outside walls (to 
block plants), floors (ready-mix plants), roofs (to 
applicators).” 

“Not getting a mechanized bookkeeping system 
sooner.” 

“Gave contractors 10% discount and then tried to 
cut it to 5%.” 


It is hoped that our readers will find here one or 
two hitherto unrecognized perils to their profit and 
will take action to remove it. 


We are indebted to Pete Bowers, W. D. Bowers Lum- 
ber Co., Frederick, Md., for the suggestion which led to 
this research. 





What is your worst mistake? 


Send us your worst mistake and what you did to 
correct it. For each such item published we will 
send the contributor $5. 
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Sherman Fork Lift with 2 Men 


Doubles Output of 7 Men! 


_ Unloads 6,720 Crates Daily at 


\ 
i\ 


It formerly took seven men to unload and stack 
3,360 field crates a day. Now this work output is 
doubled, and only two men do the job. The other five 
men have gone to other shipping department jobs. 

That’s the enthusiastic report from The Gerber 
Products Company at Fremont, Michigan, since a 
Sherman Fork Lift was put into service there. It cut the 
cost of this multi-man sized handling job to the bone. 

The popularity of Gerber’s delectables for the 
tiny folk was at the base of the problem. Approxi- 
mately 150,000 crates are in continual use. Con- 


The Sherman Fork Lift 
is sold and serviced 
by your local 
FORD TRACTOR DEALER 


© 1957, Sherman Products, Inc. 
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PRODUCTS, 
ROYAL OAK, MICHIGAN 
POWER DIGGERS © FRONT END LOADERS © FORK LIFTS* 


®@ 
Sl) Deas 


. Gerber’s Baby Food Plant 


ventional equipment can handle the crates in the 
paved shipping areas, but in the orchards and the 
storage fields the Shermans are required because 
of their ability to negotiate the rough terrain. 

Gerber officials looked at the Sherman Fork 
Lift’s capacity to lift 4000 pounds to a height of 
ten feet and to operate with little maintenance. 
They gave it a 30-day trial at the tough task and it 
sold itself, literally, when actual dollar comparisons 
were made. Gerber’s now has three Sherman Fork 
Lifts in use. 


Write for Bulletin No. 1163. 


tRegistered Trademark 
of Gerber Products Co 
used with its permission 
e 
! N Cc fl *Manufactured Exclusively for 
Sherman Products, Inc 


by K-D Mfg. Co., Cleburne, Texas 
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AMERICAN LUMBERMAN GUIDE 
TO MECHANICAL HANDLING 


Hand-Operated 


Mechanical 


Equipment 
(Warehouse) 


Any lumberyard, no matter what size, can take 
advantage of mechanical muscles to replace push- 
and-pull by manual methods. Any dealer can tap 
the resources of economical hand trucks, dollies, 
platform trucks and conveyors. Many dealers who 
are fully mechanized with motorized equipment 
can obtain more efficient handling by integration 
of hand-operated mechanical devices. 


Wheels. The basic criterion for selection of 
warehouse equipment is the type of wheel best 
suited to your floors. The wrong type of wheels 
can damage floors in a comparatively short time. 
Since wheels are cheaper to replace than floors, 
it is important to choose the wheels best suited 
for a particular warehouse. Here are a few rules: 

Metal wheels are best on wood floors unless the 
floor is badly damaged. (If floor is damaged, metal 
wheels will further aggravate the damage, so 
hard rubber or plastic wheels should be used.) 

On concrete floors, metal wheels will break 
down the concrete and grind it to a fine dust; so 
rubber or plastic wheels should be used. 

On hand trucks, the harder the wheel the easier 
the truck is to push/pull. The larger the wheel, 
the easier it is to move. Pneumatic tires are not 
recommended on hand equipment because of the 
effort required to overcome the friction of the 
comparatively large surface in contact with the 
floor. 

The type of bearings in a wheel is a factor in 
the life span of a wheel and also in the effort 
required to move it. Many hand trucks wheels 
are equipped with no bearing or plain bearings 
consisting of a fused metal bushing. These are 
economical, but are not as useful where medium- 
to-heavy loads are carried because of the effort 
required to overcome friction between the axle 
or bushing and wheel. Roller or ball bearings 
should be used for average loads and tapered 
roller bearings are desirable for heaviest loads. 


Casters. Bases of platform trucks, dollies, 
skids, carts, racks use casters, which are wheels 
or sets of wheels mounted in a swivel or rigid 
frame. Most lumberyards use equipment with 
industrial casters, generally manufactured from 
a heavy gauge steel. 


Data herein based on presentation by Robert B. Brown, mate- 
rials handling director of National Retail Lumber Dealers Asso- 
tation, at 1957 ‘‘short urse”’ school of Indiana Lumber and 
Builders Supply Association, Purdue University, Lafayette, Ind 
Illustrations purtesy ister and Floor Truck Manufacturers 
issociatioy 


Eastern type 
warehouse truck. 


Curved 
cross-members. 
Straight 
handles. 


Western type 
warehouse truck 


Flat 
cross-members. 
Curved 


handles. 


PLATFORM 


TILTING STYLE 














NS 


>> 








4-wheel tilting style, two main wheels at center and one 
swivel caster at each end. Light and medium duty. 


SEMI-LIVE "SKIOS" 














Semi-live skid with two main wheels or rigid casters at one 
end and rigid legs at other end. Used with lift jack. 
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Bag truck 


for 

cement, lime, etc. 
packed in 

paper bags. 


(Open nose type 
also available for 
loads packed in 
cloth or burlap 
sacks). 








Pallet lift truck 





One-man transports and 
elevates loads up to 
500 pounds. Normal 
elevating height 

36" from floor. 















PLATFORM 






NON-TILTING STYLE 































4-wheel non-tilting style, two main wheels near end and 
two swivel casters at other end; medium and heavy duty. 








NON-TILTING STYLE 



















Caster type, two rigid casters at one end and two swivel 
casters at other end. Desirable for low platform require- 
ments. Light or medium duty. 
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BASIC TYPES 


2-wheel hand trucks. Two basic 
types are (1) Eastern, which has 
tapered frame with wheels outside 
the frame and (2) Western, which 
has a parallel frame with wheels 
inside the frame. Although the east- 
ern type usually has a plate or strap 
in front of the wheels to prevent 
damage, most lumber dealers pre- 
fer the western type because there 
is less likelihood of the frame snag- 
ging and tearing the materials. 

Most 2-wheel hand trucks are 
available with curved cross mem- 
bers (used for drums or cans) or 
straight cross members. 

Straight or curved handles are 
available on most trucks. Choice de- 
pends on size of load; for hauling 
over 700 pounds most men prefer 
straight handles because they are 
somewhat easier to “break over” 
into carrying position. Curved han- 
dles make trucks easier to control, 
especially important when hauling 
is on ramp or incline. 

You have a choice of open nose 
or solid plate nose. Bag goods are 
more safely handled with a deep 
solid nose plate. Where bags are 
not a factor the open nose truck 
can be used and a wood or steel fill- 
in plate applied to lessen damage 
when bags are hauled. 


2-wheel pallet trucks. The 
frame of this special hand truck, 
when standing alone, is straight up 
from floor rather than at slight 
angle. The nose plate is at 90 de- 
grees angle from frame and usually 
has solid plate or two fork arms. 
Capacity of these trucks are ap- 
proximately 1,000 pounds. Material 
is stacked in single-faced pallets ap- 
proximately the size of the material. 
Used for bag goods, flat roofing and 
siding and gypsum lath. 


4-wheel hand trucks. In many 
warehouses 4-wheel platform trucks 
are used for order assembly. More 
material can be hauled at one time, 
saving trips to delivery truck load- 
ing area. 

Platform trucks. Most commonly 
used types in this industry are: 

(1) 4-wheel, tilt, which has two 
large main wheels at the center 
and one swivel caster with smaller 
wheels at each end. Chief advan- 
tage is easier maneuverability. Load 
capacity is reduced with this wheel 
arrangement and it is not recom- 
mended for use on inclines. 

(2) 4-wheel, non-tilt, which has 
two large main wheels at one end 
and two swivel casters with smaller 
wheels at other end. This is gen- 
erally the heavy-duty type. 

(3) 4-wheel, non-tilt, which has 
two rigid casters at one end and 
two swivel casters at the other end 
with all wheels same size. 

Platform trucks are available with 
either removable stakes on each 
(continued on next page) 
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NEW! solid-core folding 
door at lowest price 
ever! tle 


This door breathes quality. Feel it. Look at it. WAL-DOR has all the 
features of folding doors costing many times more. You'll sell builders 
demanding a real space-saving quality door... but at a down-to-earth com- 
petitive price. For do-it-yourselfers, its unique design features and price 
advantages will sell it on sight. See WAL-DOR soon. You'll find it hard to 
believe this quality door can be sold for such a low price. From $13.95 Retail 
for 24-inch opening. 























10-GAUGE VINYL used throughout, for 20-gauge strength . . . plus Insul-Core reinforcement. / INSUL- 
CORE BAFFLE soundproofs, insulates. / PROTECTIVE BUMPER STRIP of soft vinyl won't scratch or 
slam... gives light-tight fit. / MOLDED NYLON BEARINGS run silently, smoothly on steel track. / 
THREE DECORATOR COLORS . . . plus viny! cover may be replaced by customer. / POSITIVE SECURITY 
LATCH is packed with every door at no extra charge. / NATIONALLY ADVERTISED. 


Territories Available for Dealers and Distributors. 


* Closures Sales Corp., Dept. 201 
* 533 E. Forest Ave., Detroit 1, Mich 
- Gentlemen: 
C) | am a dealer. 0 
. (Check one) 
Please send me complete information 


New Folding Door 
by the makers of 
famous Magic-Fold 1 am a distributor. 


—_————————— 


CLOSURES SALES Corp. 
Dept. 201 
533 E. Forest Ave., Detroit 2, Mich, . City__._—=—=—S—SSS Zone 


| ne 


ER ee : 
_State_ 
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HAND-OPERATED EQUIP. 


(begins on page 36) 





corner or racks on one or both ends. 
At least one rack should be easily 
removable to accommodate long 
loads. Stakes or racks are used to 
push the trucks as well as to hold 
load. 

Semi-live skids. These platform 
trucks have two wheels on one end 
and two fixed legs at other end. An 
adaptor is mounted at center of 
the end that has the legs so it can 
be raised with skid jack which has 
two wheels. Useful for temporary 
storage. 

Skids. Units with four legs. Types 
used by lumberyards are as follows: 

(1) Flat skid equipped with 
stakes or racks. 

(2) Rack skid which has built-in 
rack frame; can be used to stack 
loaded skids one on top of another. 

(3) Box skid which is used to 
haul or store small materials as well 
as for double stacking. 

Low-lift platform trucks. These 
trucks used to pick up and move 
skids. Platforms are elevated a few 
inches by mechanical or hydraulic 
means. Mechanical jacks are op- 
erated by using the pulling handle 
for jacking; usually one full stroke 
will raise platform to maximum 
height. Some platforms are lowered 
by releasing a catch. Others have 
a hydraulic or air cylinder which 
permits platform to be lowered 
slowly. Hydraulic jacks are raised 
either by pull handle, a separate 
handle or foot pedal. 

Low-lift pallet trucks. Operate 
the same as platform jacks but differ 
because they have two load carrying 
forks in place of platform. Used 
oo for pickup and move pal- 
ets. 

Powered low lift platform and 
pallet jacks. When the skid system 
is used extensively consideration 
should be given to battery or gas- 
powered units. Battery-powered 
types are commonly known as 
“walkies” because the operator 
walks ahead of truck using control 
switches in handle. 

Gas powered trucks usually re- 
quire less initial investment but 
normal maintenance is higher. 

High-lift pallet and platform 
trucks. This type enables a man to 
lift a pallet or skid load of material 
and stack it. Ideal for crowded ware- 
houses, where floor loading is low 
and where volume does not warrant 
higher cost equipment. Not recom- 
mended for transporting material 
since they are generally difficult to 
push. Capacities up to 2,000 pounds. 

Lifting is accomplished mechan- 
ically with hand crank or hydrauli- 
cally with hand, battery, electric or 
gas-driven hydraulic system. Lift 
heights are 5’ to 7’ for smaller ca- 
pacity trucks. 
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WORK BOTH ENDS 





from the seat of an 





INTERNATIONAL 350 Utility tractor 


Built-in brawn gives the International 350 Util- 
ity tractor for 1957 the strength and stamina for 
cost-cutting equipment combinations, such as 
rear-mounted fork lift and front-mounted loader. 
You make one tractor do the work of two, for 
countless material handling jobs not justifying 
more costly single-purpose units! 

So easy to operate! With built-in power steer- 
ing, the operator easily maneuvers the 350 Util- 
ity with one hand, freeing the other for con- 
trolling fork lift or loader, on the go. 


= 


For continuous fork lift work, the 
International 350 Utility is easily equipped 
with reverse steering attachment, manual 
or power. Handles two-ton loads on soft / 
footing of yards and building sites. 


BUILDING PRODUCTS MERCHANDISER 


So try it! Your IH Dealer will gladly dem- 
onstrate the rugged International 350 Utili- 
ty. Just phone him... look in the classifi- 
ed directory and call today! 2 


SEE YOUR 


INTERNATIONAL 
HARVESTER beater P 


International Harvester products pay for themselves in use—McCormick 
Farm Equipment, Farmall and International Tractors Motor Trucks... 


Construction Equipment General Office, Chicago 1, Illinois. 
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MECHANICAL HANDLING—DEALER EXAMPLES 





200 BRICKS. A corrugated container on a wooden pallet 
makes it possible for one man with hand truck to move 200 


brick at one time on a repair job. 


NO LITTER. With a wooden pallet and hand truck, one man 
moves boxed sand easily and speedily. The 3'' frame-shaped 


lip around the top of containers prevents spillage. 


60% Labor Savings from Boxes and Hand Trucks 


Contractors in New York area reap big savings as result of 


dealer's delivery method for masonry products, sand and | 


gravel, 


The Triboro Building Supply 
Corp., Long Island City, N. Y., gives 
contractor customers a “bonus” sav- 
ing in material handling by deliver- 
ing brick, sand, gravel and cinders 
in corrugated containers. In addi- 
tion, unloading such materials from 
the containers is a clean, speedy op- 
eration that does away with littered 
premises and blocked thoroughfares. 

According to Triboro, the new 
method of handling has proved so 
popular that customers in the New 
York City area will no longer accept 
the delivery of brick and such ag- 
gregate as sand, gravel and cinders 
in any other way. 

Formerly a contractor obtained a 
permit for storing loose supplies 
on sidewalks, then had the materials 
dumped in front of the construction 
site. Hauling sand, gravel and cin- 
ders to the upper floors tied up an 
elevator, left litter on sidewalk and 
a trail of spillage. Triple handling 
of brick—unloading on the side- 
walk, loading on wheelbarrow, un- 
loading at job site—resulted in 


40 


breakage of approximately 10% of 
the brick. 

Now building materials are 
packed at the warehouse in 28x20” 
corrugated containers, 30” deep. 
They are slotted, double-wall C-and- 
B-fiute, 275 Mullen test boxes that 
come to Triboro knocked down. 

The container for aggregate 
which holds one-third of a yard and 
weighs about 900 pounds when filled 
has 3” top flaps that fold and staple 
together to form a frame-shaped 
lip that prevents spilling and in- 
creases rigidity. The box for brick 
has no lip and holds 200 brick. Pal- 
lets and trucks are loaned to con- 
tractors for moving the boxes. 

Triboro has found that its con- 
tractor customers save about 60% 
of the labor cost in moving aggre- 
gate and brick from the point of de- 
livery at street level to location of 
the job on upper floors. 

Typical saving. Triboro cites an 
example of a job involving 6,000 
brick. If transported in wheelbar- 
rows of 50, approximately 60 hours 


would be required to move those 
bricks to the job. Labor cost would 
be $195. The corrugated containers 
hold 200 bricks so workers make 
only 30 trips. Time is also saved 
because brick does not need to be 
handled individually. The boxes for 
6,000 brick cost $30 and handling 
labor $16.25—a total of $76.25. 

Triboro’s success with the han- 
dling method has been publicized 
nationally by the Samuel M. Lang- 
ston Co. of Camden, N. J., manu- 
facturers of machinery for making 
the corrugated boxes. 


Brick Packaging Machine 


An experimental machine developed 
by the Structural Clay Products Re- 
search Foundation can handle up to 
100,000 raw bricks a day, automatical- 
ly strapping them in 62-unit packages 
with a minimum of plant labor, ac- 
cording to SCP research director Bob 
Taylor. The brick comes palletized to 
the building site. 

The machine takes raw brick from 
kiln, puts them on conveyor belt for 
automatic packaging. Savings will be 
made in shipping and in on-site labor. 
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Strap and wrap for outdoor storage Bundle short pieces, millwork, stakes 
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Down come handling and delivery costs 


Unitize what you sell, and save! 


Do you unload, handle, store, count, load and unload things stick by stick, 
item by item? A few cents worth of Signode steel strapping unitizes the 
pieces, makes one out of many. Handling is faster; tallying is simpler; a 
load of lumber is dropped at a job site in minutes; pilferage is prevented. 
With simple, inexpensive Signode tools, you can unitize stakes, shingles, 
millwork, lumber, brick—almost everything you sell—and save on every one. 
For a demonstration and helpful suggestions, call the Signode man near 


you, or write: 


SIGNODE STEEL STRAPPING CO. 


2605 N. Western Avenue, Chicago 47, Illinois 


Offices Coast to Coast. Foreign Subsidiaries and Distributors World-Wide 
In Canada: Canadian Steel Strapping Co., Ltd., Montreal * Toronto 


BUILDING PRODUCTS MERCHANDISER Circle No. 22 on Coupon, page 88. 





_ Better Building Begins 
with KANT. SAG 


SUPPORTS 


Greatest 
advancement 

in structural 
supports in 

the past 50 years! 





@ One size does the job on 6”, 
8”, 10” and 12” joists 
@ Available in all widths 
@ Pay for themselves many 
times over in labor savings 
@ Support 4-ton load at point of 
contact 
@ Perfect fit without notching or 
shimming 
@ Drilled both ways for nails or bolts 
@ Serve as Tie-in plus support of 
structure 



































LOWERED CEILINGS ADD-ON PROJECTS FRAMED CHIMNEYS 


The SA is Gone for Good 


@ Ends sagging poles and 
shelves 

@ Sturdy black wrought iron 
—enhances the appear- 
ance of any closet 

@ Accommodates standard 
shelves and 1%” poles 

@ Save $$ installation time 

@ Ideal for center support 
for long poles 


Write for Complete Information 


_omeentaonea STEEL PRODUCTS CO. 


104 W. 86th St. * Minneapolis 20, Minn. 
Circle No. 24 on Coupon, page 88. 
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MECHANICAL HANDLING—DEALER EXAMPLE 


DRIVER PULLS LOAD on special dolly designed by C. A. Clark 
(right above) of Santa Ana (Calif.) Lumber Co. 


UPWARD PULL on dolly's handles upsets balance of the gypsum 
lath load and entire pile of bundles slides effortlessly to floor. 


Easy Handling of Lath 


Yard foreman develops dolly 
which speeds truck turn-around 
time on gypsum lath jobs. 


A specially designed wheeled dolly helps drivers for 
Santa Ana (Calif.) Lumber Co. to speed up deliveries 
of gypsum lath. Formerly the driver piled lath at vari- 
ous points around the job, at the direction of the lath- 
ing foreman. He would drive his truck as close to the 
job as he could, then he would lug bundles one by one 
to the individual piles. This was a time-consuming job. 

‘’. A. Clark, yard foreman, designed the dolly. It is 
made of welded steel angle with 6” casters attached 
to the angle-frame. One caster swivels; others are 
fixed. 

The bundles of lath rest on two ordinary conveyor 
rollers. Length of the base of the dolly and the position- 
ing of the conveyor rollers was figured so the two fixed 
casters are just past the balance point of the loaded 
ity. 

The driver now brings his truck up to the job and 
piles gypsum lath onto the roller-dolly. He pushes the 
loaded dolly to the spot where the lathing foreman 
needs the lath. Then, in a single pull on the dolly’s 
handle, he unloads the lath in an instant. The lath 
rolls off without further help from the driver. 
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HYSTER 70 


on pneumatic tires 
7000 Ibs. capacity at 

24” load center 
Power steering 

at no extra cost 
Also available with: 

LP-Gas fuel system 

Diesel engine 

Dual wheels 


Plus a complete line of lumber and 
building material handling attachments. 


LUMBERMEN! This is the truck you've asked for... built especially 
to handle your kind of loads under conditions found in your yards... 
indoors avd outdoors...with greater driving ease than your auto. 


No other 7000 Ib. pneumatic offers all these advanced features: 


@ Shortest turning radius (by far) makes pos- 
sible narrower aisles, more storage area, 


@ Power steering as standard equipment, 


@ Larger engine provides extra power to climb 
steeper grades—keeps truck going in bad 
weather. 


@ Powerful brakes (largest braking area). 


BUILDING PRODUCTS MERCHANDISER 


@ Works inside a boxcar (the only 7000 Ib. 
pneumatic that will do this). 

@ Single lever hoist and tilt control, speeds 
handling. 

@ Low overhead clearance, with full range of 
uprights (including free-lift) to suit your in- 
dividual requirements, 


Call your Hyster Dealer 
today. He is listed in your 
telephone directory under 





HYSTER 
C0 ere aN YS 
2939 N. E. Clackamas, Portland 8, Oregon 


1039 Myers Street, Danville, Illinois 
Hyster N. V., Nijmegen, The Netherlands 


FACTORIES: Portland, Oregon; Danville, Illinois; Peoria, Illinois; Nijmegen, The Netherlands 
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ROLL-CART at T. J. Jackson Lumber, 
SMALL HARDWOOD PALLETS and hand trucks have proved to be the Denville, N. J., provides fast fill-in on 
solution to handling of unitized loads at Ruby Lumber Co., Madisonville, Ky. atk imiiten trom shoceset. 
Besides saving loading time the trucks lighten the warehouseman's job and 
make it possible for one man to load a delivery truck in less than half an hour. 
The hand truck in the roofing shed is equipped with small pilot wheels, which 
make it easier to slip the long foot plate under the pallet. These small wheels 
provide leverage and make it easier to tilt the truck back and bring the full 
weight of load on the larger rear wheels. When loading a truck, the pallets 
are picked up with the hand truck and wheeled onto bed of delivery truck. 


MECHANICAL HANDLING—DEALER EXAMPLES 





How Dealers Use 


Hand Trucks 


BAG GOODS are 
most common mate- 
rial transported by 
hand trucks with 
small pallets. Scene APPLIANCE TRUCK enables Jackson 
at left at Miller & : 
Lumber of Denville to move water heater 
Son, Kutztown, Pa. . : ; 
in and out of display room with ease. It 
goes anywhere. 


APPLIANCE TRUCK at W. Theo. Miller HYDRAULIC HAND TRUCKS are used in the door warehouse of T. M. 
& Son, Inc., Kutztown, Pa., is equipped with Cobb Co., Los Angeles sash and door jobber. According to Major Overbeck, 
warehouse superintendent, the truck permits one man to move 8' high pile of 
doors easily on a smooth surface. It also conserves warehouse space. 

The truck is pushed under a door pile with doors resting on one-sided 
man to handle the large appliances. pallets. Then the hydraulic mechanism lifts the pile off the floor and it is 
Miller's sell major appliances as part of ready to move. Pile is replaced on the floor by tripping a lever on the steering 


their house packages. handle. 


pulley-type rollers on the vertical side. 
These come into action when loaded truck 
is moved up or down steps, permitting one 
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ACK parts when you need 


everywhere a MACK goes- 
there are MACK parts 
and MACK service 


To assure you of Mack parts when you need them 
. .. to enable you to reduce your parts inventories 
...and to‘provide you with the skills of Mack 
service experts—Mack has established a fast- 
moving, transcontinental service-and-supply 
network. 


Your Mack distributor carries a carefully balanced 
stock of parts. Behind him are the local Mack 
Factory Branches and Mack’s Divisional Depots— 
both ready for on-call action. And at Somerville, 
New Jersey, there’s the Mack Parts Headquarters 
with comprehensive stocks that include every Mack 
part and assembly ever likely to be needed. 


For emergencies ... almost any Mack part is im- 
mediately available through the transcontinental 
service-and- supply network. Mack Trucks, Inc., 
Plainfield, New Jersey. In Canada: Mack Trucks 
of Canada, Ltd. 











Mack trucks can be serviced through 55 Direct 
Factory Branches and nearly 300 Distributors. 


MACK 


first name for 


TRUCKS 








No other truck mixer really compares 
with this great JAEGER MODEL “F”’ 


Every so often, a model of machine appears which is so 
far ahead of every other, so complejely right in every 
feature of its construction and performance, that compari- 
sons are no longer possible. The Jaeger Model “F” is such 
a machine. It offers everything you’ve wanted in a 
truck mixer — lighter weight, faster and easier operation, 


LIGHTER BY HUNDREDS OF POUNDS with stronger, 
unitized A-frame and clean, open-type rear cradle design. 
Drum rollers have sealed, grout-proof bearings. All body 
weight carried within width of truck frame. 


3 SPEEDS for all operating conditions, from 114 rpm to 
16 rpm, with either hydraulic-reversing or automotive type 
transmission. THREE CHOICES OF POWER: Separate 
engine, front-of-truck engine p.t.o. or transmission p.t.o. 
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greater flexibility, simplified maintenance and the most 
efficient source and application of power to the hauling, 
mixing and placement of maximum profitable payloads. 

Talk with your Jaeger distributor. He can help you 
arrive at the combination of Model “F” mixer and truck 
that will produce most profitably for your plant. 


THE JAEGER 
MACHINE COMPANY 


160 Dublin Avenue, Columbus 16, Ohio 
PUMPS @ AIR COMPRESSORS © MIXERS @ PAVING MACHINES 


FASTEST TO CHARGE, DISCHARGE: Big-throat hop- 
pers on open-end or sealed-end loaders, 16 rpm “fast- 
charge” drum speed, big discharge blades. FASTEST TO 
MIX with 12” spiral blades plus throw-back blades. 
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Hi-Dump “F” models now available in the latest standard The same features are also offered in Jaeger horizontal-drum 
truck mixer ratings of 4, 5, 514, 6, 614, 7 and 9 cubic yards. models of 6 to 10 cubic yards capacity. 





REVOLUTIONARY CONTROLLED-GRAVITY-FEED WATER NEW EASY-TO-HANDLE CHUTE is light yet deeper for better 
TANK obsoletes syphon tanks, self-priming pumps and special _ handling of all mixes, has flip-over 3’ section, and a fixed pivot 
fittings. New pump delivers 60 gpm. Rear-end injection is point for the chute-head hinge with provision for complete 


standard ; front-of-drum entry, with grout-proof jet, optional. | swing-away by the quick lift of a tie-rod hook. 





MECHANICAL HANDLING—STORAGE 





_ Egland Lumber Co., Bakersfield, Calif., constructed the structure above for 
$1 per square foot. The 120’x30’ umbrella shelter is divided into six bays. The 
roof is 20’ high in the clear. This permits fork trucks to pile lumber under roof 
to the full limit of their lifts. 

Corrugated galvanized steel sheets on the roof are supported by 30’ steel 
trusses turned chord-side uppermost. Light steel I-beams are used as roof- 
supporting purlins between trusses. Each inverted truss is supported by 3” steel 
pipe columns 3’ apart, with columns set in concrete foundations. Steel rods 
tightened by turnbuckles form cross-bracing to stiffen the vertical pipe assembly. 
Horizontal stiffness is given by turnbuckle-tightened steel rods in X-pattern 
immediately beneath roof surface of alternate bays. 

The purlins running the length of the roof at the outer ends of the trusses 
have steel lugs welded every 3’ along their length. These lugs support canvas 
curtains needed to keep the hot sun off the lumber during summer. 


Umbrella 


Protection 
At left and below. 


The low-cost “A” frame rack made 
from 3” channel iron above with a 
galvanized iron roof provides a handy 
protected space for channels, reinforc- 
ing rods and wire for Volco Builders 
Supply Inc., Jerome, Idaho. The rack 
was made to prevent metal products 
from rusting and to allow storage and 
pickups to be made by the firm’s fork 
lift trucks. 


Useful Low-Cost Shelter Ideas 


Eyebrows on Regular Sheds 


Recessed shed wall at Volco Builders Supply Inc., 
Jerome, Idaho, above, is another version of obtaining 
double-duty from warehouses. The dealer uses the outside 
storage area for hard-to-handle corrugated iron sheets. 
Notice how the fork lift truck can easily operate from the 
shelves. Sliding doors can be used to close off area. 


Weather protection on the outside as well as on the 
inside was designed into the warehouse above at Coleman 
Builders Supply, Pocatello, Idaho. Marion Coleman allowed 
the rafter trusses to project 6’ to 8’ beyond the wall line. 
The overhang is deep enough to provide considerable pro- 
tection from weather for banded lumber packages. 


Ra ae 
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(a) FENCE 


gives your cusfomers 
fhese 6 quality features 









































CFal Fencing is a favorite of thousands of Western from weak spots because it is carefully woven using full 
farmers and ranchers. And no wonder! Look at these gauge wires. Stay wires are wrapped four times at 
big advantages ... then stress them when you talk to every joint. 


customers. You'll find they often clinch the sale for you. / 4. PROPERLY-FORMED TENSION CURVES — The 
ae deeply-formed tension curves on CFal Fence do more 
1. HINGE JOINT CONSTRUCTION—Every joint of than keep the fence tight all year round—they point 
CFal Fence is flexible to prevent permanent damage if down and drain water off the fence more quickly. 
the fence is crushed by a heavy object... and to permit 
the fence to conform to the contour of uneven ground. /5. ATTRACTIVE APPEARANCE—CFai Fence keeps 
its smooth bright galvanized finish long after it’s left 
2. DURABLE, UNIFORMLY THICK GALVANIZED your store... improves the appearance of your custom- 
COATING —CFal Fence gives years of rust-free service ers’ property for years to come. 
because it’s coated with specially selected zinc to assure 
a tight, weather resistant galvanized finish. 6. VARIETY OF STYLES—You can fill customer needs 
f exactly because CFal offers nearly 150 different types, 
3. FREE FROM WEAK SPOTS—CFal Fencing is free heights and weights of woven wire fencing. 
Be sure you sell and recommend fencing that meets these six requirements—CFal Fencing. 
And don’t forget that CFal offers a complete line of fencing materials to make your cus- 
tomers’ job easier—CFal BARBED WIRE . . . CFal BARBLESS WIRE .. . CFal CINCH 
FENCE STAYS... CFal SILVER TIP STEEL FENCE POSTS... CFal NAILS & STAPLES. 





THE COLORADO FUEL AND IRON CORPORATION 


Albuquerque « Amarillo « Billings * Boise « Butte * Casper * Denver « El Paso « Ft. Worth « Houston 
Kansas City « Lincoln (Neb.) * Los Angeles * Oakland * Oklahoma City « Phoenix « Portland » Pueblo P b uk T E C T i 0 s 
Salt Lake City * San Francisco « Seattle * Spokane * Wichita 
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ALUMINUM ALLOY 


Nails 


FOR QUICK EASY PROFITS 
AND GOOD REPEAT BUSINESS 


RUSTPROOF 
Will never streak or stain 
ETCHED FINISH — for great holding 
power 


EASY TO DRIVE — made of strong 
aluminum alloy —no coating to 
chip 

EASY TO STOCK — QUICK 
IDENTIFICATION — Compact, 
requiring a minimum of space 


NATIONALLY ADVERTISED 


Packaged in convenient unit-coverage 
pull string containers and in 50 pound 
cartons. 


Available in a wide range of types 
and sizes, each designed to give per- 
manent rustproof protection. 


/ and ... ALUMINUM 
Building Corners 


Modern "Straightline" design eliminates 
"ginger-bread" effect of old style cor- 
_ ners. RUSTPROOF — will never stain or 


streak. Available in a 
wide range of sizes. 
100 corners to a pack- 
age — convenient — 
no waste—no damage. 
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—Courtesy, International Harvester Co. 
1,000-POUNDS of built-in weight of tractor provides plenty of 
push power to get full bite with material bucket with every pass 
at Webb Co. coal pile. 


Tractor Loads 30 Ton 
Of Coal in an Hour 


A 20-cents-a-ton saving in handling of coal resulted 
from use of an industrial wheel utility tractor with 
loader and back-fill blade according to John Nystrom, 
yard manager at the Port Huron (Mich.) branch of 
Webb Coal Co. In addition, coal and slack is saved 
because spilled material is easily scraped into piles 
and scooped with loader bucket. 

Webb’s are now using similar tractors in yards at 
Saginaw, Bay City, Kalamazoo and Benton Harbor, 
Mich. 

On the average, an operator at Webb’s can load 30 
tons of coal in an hour, or a five-yard truck in five to 
eight minutes. 

The light-duty one-third-yard bucket is preferred 
by Webb’s because their trucks are generally loaded 
by compartments. Larger material buckets tend to 
slop over when the operator tries to dump into an 
individual compartment. 


Sloped Dock Speeds Handling 


Where the usual car-bed height dock is level and is 
reached by a relatively narrow ramp, the dock above at 
Clay County Lumber Co., Liberty, Mo., slopes gently upward 
for a 40’ distance from yard to car. This permits the fork 
truck to approach from any direction. In unloading lumber 
from a box car, for example, the fork can approach the 
lumber piles in front of the car door from either left or 
right. 
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“Handling time cut 80%— 
Storage space increased 60% 


SAYS E. A. STEWART 
LUMBER CO., INC. 
TEXARKANA, TEXAS 
































Three years ago, in an effort to im- 
prove the efficiency of its lumber 
handling operation, E. A. Stewart 
Company, Inc., turned to USS Ger- 
rard Flat Steel Strapping. The re- 
sultant savings in time, labor, and 
money have been nothing short of 























sensational! 


Here’s what USS Gerrard Steel Strapping has accomplished: 


In addition, every bundle of Stewart 
flooring is standardized and uniform, 


Two men with a fork lift can now load a car with 25,000 feet of and can be inventoried at a glance 
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Gerrard palletized flooring in an hour and a half to two hours at the 
warehouse dock. Formerly, it took six hours for five men to load only 
one car. Labor savings can amount to as much as 25 dollars per car. 


Two men can load a truck with 16,000 feet of palletized flooring in 
45 minutes or less. Previously, two men required four hours to load 
a truck, and of course, the truck, the driver, and the dock space were 
tied up for all that time. In fact, ten trucks can now be loaded in the 


time it previously took to load two. | 


Due to tight, firm packaging by Gerrard Steel Strapping, warehouse 
storage space has been increased by 60%. Pallets can be stacked 
much higher and are still accessible to handlers. 


GERRARD STEEL STRAPPING DIVISION, UNITED STATES STEEL CORPORATION 


GENERAL OFFICES: CHICAGO, ILLINOIS 


UNITED STATES STEEL 


And pilferage of lumber from Ger- 
rard Strapped packages is virtually 
eliminated. 

Why don’t you investigate USS 
Gerrard Steel Strapping Round 
and Flat? It might very well be the 
answer to your packaging or ma- 
terials handling problem. Contact 
our engineers if you’d like some help 
in your selection. And send for the 
new GERRARD Blue Book of Pack- 


aging, now. 


Gerrard Steel Strapping Division 
United States Steel Corporation 
2933 West 47th Street, Chicago 32, III 


Please send me, free of charge, the new 


36-page GERRARD Blue Book of Pack 
aging. 
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LAWN AND GARDEN products are displayed prominently on the entrance POWER LAWN MOWERS and lawn fertilizer are shown in 
porch of the Windsor Locks (Conn.) Lumber Co. a related display. 


Special Sales Jack-Up Garden Profits 


Sales figures tell what items moved and 


at what profit for this Connecticut dealer. 


The time-proven system of advertising leaders 
and then making sure the customer can see 
scores of related products on display helps jack- 
up lawn and garden sales for the Windsor Locks 
(Conn.) Lumber Co. 

Manager Richard L. Tambussi points out that 
the firm attracts big Saturday morning crowds 
all during the warm months by frequently adver- 
tising lawn and garden specials. As a sample of 
how the sales approach works, Dick says: “In 
1956, we tripled our sales of seed and fertilizer. 
We sold about $3,500 worth of fertilizer at a 50% 
markup.” 

Here’s how the firm made out on the advertised 
leader products: 

FENCING: At $3.25 per 10’ section, which 
included a 75c per unit profit, the firm sold 300 
sections of the two-rail, chestnut lawn fencing. 
BRAZIERS: At $12.98, 25 units were sold. 
WHEELBARROWS: At $8.88, 35 of the metal, 
rubber-tire units were sold. SLATE FLAG- 
STONE: Three truck loads of the irregular 
stones were sold. 

Here’s the record on some of the products— 
not advertised—which were purchased by the 
walk-in trade: 

: POWER LAWN MOWERS: At about a 50% 
GARDEN HOSE, lawn sprinklers, garden tools and outdoor cook- mark-up, the firm sold 36 power mowers at prices 


ing equipment is shown at one end of the porch. i 
(continued on page 54) 
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Rural dealers know 


it's smart 
to buy from jobbers 


Whether supplying farm, industry or housing 
demands, dealers know it’s smart to do business 
with their local jobber. He’s the man who serves 
his customers by .. . 


e Carrying a large and varied supply, so customers 
can keep inventories down 


e@ Giving emergency service . . . fast delivery when 

you need it 
e@ Providing sales and merchandising assistance Profit oot 
from FIR 


this pair! PLYWOOD 


EVANITE 
e Stocking quality materials — products like HAROBOARD 
Evaneer fir plywood and Evanite hardboard (he 


can receive both in the same freight car) 


EVANS PRODUCTS COMPANY, DEPT. S-5, PLYMOUTH, MICH. 


Sales Offices: Plymouth, Mich.; New York City; Chicago; 


Tampa, Fla.; Coos Bay, Ore. 
Evans Products Company also produces: fir |umber; Evanite 
battery separators; railroad loading equipment; truck and 


bus heaters and ventilating systems; bicycles and velocipedes. 


@ Evaneer Plywood is DFPA grade-marked for uniform quality p n O D U = TS C O M PA N Y 
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GARDEN FENCING: Sixty rolls of 3’ and 4’ 
fencing were sold. 

Other products that sold well included: plastic 
garden hose and metal sprinklers; long handled 
garden tools; refuse cans; outdoor furniture; 
peat moss; charcoal; sprinkling cans and as- 
sorted recreational equipment. 








Lumber Production 


The nation’s sawmills produced 37.5 billion board feet of 
lumber during 1956, enough to build about 3.8 million three- 
bedroom homes, according to the National Lumber Manu- 
facturers Association. While this figure was four per 
cent below the 1955 production volume, it exceeded aver- 
age yearly output since the end of World War II by 
2.5 per cent. 


About a third of last year’s lumber production actually 
went into home construction. Softwood production, main- 
stay of home building, totaled 30 billion board feet—4.9 
per cent below the previous year’s output. The fact that 

a f : softwood output declined less than housing starts—off 
a : 15.7 per cent—may be due in part to an increase in home 
sizes and greater use of wood per dwelling unit, according 


PATIO STONE is handled by a fork lift. Precast, colored stones gee 
to the lumbermen’s association. 


sell briskly at 29¢ each. 

Hardwood production last year equaled 1955’s output of 
ead “ ae i 7.5 billion board feet. Primarily responsible for this sta- 
JACK-UP GARDEN PROFITS bility was 2 strong demand for hardwoods used in furni- 


ture manufacture. 





(begins on page 52) 





Better than four out of five homes featured wood sub- 
, F . 3 , flooring and the use of lumber framing for exterior walls, 
ined ‘ 24Q G! Wi f INTO < = : 
ranging trom $49.95 to $79.95. PICNIC while nearly nine out of ten first quarter homes contained 
TABLES: About 30 picnic tables, cut and as- wood kitchen cabinets. In 57 per cent of the new homes, 
sembled for the firm by a man with a small shop, all or a majority of the windows were wood-framed, com- 
were sold for $19.95 each at 65% mark-up. WIRE pared with 29 per cent for wood’s closest rival. 





Bigger Profiton Doorsand Units! J | wns 


: Doors offer a choice 
Buy Both--You'll Save Under New Sales Program! § | cee 


woods, a selection 


Mohawk Flush Doors . . . Continental The Continental Door Unit . . . styled and 
Door Units . . . two of the names most engineered to slash installation costs while of style-right 
synonymous with quality in the build- adding tremendously to the beauty and qual- 
ing products industry .. . are now joined ity of every home .. . is now being sold in 
in a combined selling program which conjunction with Mohawk Flush Doors... ; . 
means more sales and a stronger com- __ the only truly complete door line in the in- designs, solid or 
petative position for every dealer. dustry, offering jobbers and lumbermen alike aati eusee 

the opportunity for new purchasing savings, = ‘ 
rr _—— aT new inventory efficiency, new market- — pre-finish and 
——] widening competative advantage and profit. 


PRODUCT-PARTNERS 


sear The complete Mohawk Door line and_the 
ALUMINUM variety of Continental Units will be sold to- every room in 
COMBINATION . ° ° 
DOOR—a gether with new emphasis on service and 
\ continuing emphasis on quality . . . both every home... 
offering the amazingly durable beauty of 
DORAID fine-furniture finish and the the ONLY com- 


= f job protection of t t 
~~ actory-to-job protection of transparen plete door line! 
—— a 





light and decorator 








pre-fit designs, and 





a model for 

















VISQUEEN packaging. 





| 

STEEL | 
our Seven types of Continental available with sensational DOR- 
= } Units for every opening... each AID fine-furniture finish to add 


ss VINYL : : : 
i || | THRESHOLD sharing famous speed of instal- still another cost-saver to Con- 
L—] oa lation, cost-cutting features and tinental’s pace setting competa- 
I eG finished perfection are now tive sales advantages. 
REMEMBER: You Make More with Mohawk 


MILLWORK CORPORATION Mohawk FLUSH DOORS. INC. 


» 212 W. Ewing Ave., South Bend, Indiana 


300 W. Ewing, South Bend 14, Ind = 
240 E. Prospect St., Alliance, Ohio ” 900 S. Second St., Sunbury, Pennsylvania 


ALUMINUM 
YL 
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beautify any room for as little as 


PRE-PASTED 
with new VINYL TILE 
ae = 


Any room in the home can be made more attractive and durable with 
Bolta-Wall vinyl tile. Bumps, knocks and abuse that would mar ordinary 
wall surface have no effect on Bolta-Wall. And it’s truly 
washable, too; soap, water and a scrub brush can be used 
although it’s not usually necessary . . . most stains wipe 
off with a damp cloth. 
igri seante 
* Approx. retail cost of box of 54 tiles (8’’ x 8°’) at department 
stores or flooring or building supply dealer. Slightly higher in west 


SO EASY TO INSTALL 


e 4 @ 
Cut with A as Wet the 


SCISSOFS Sas back 


Ie Ree ee) 


in Virg THIS AD MOUNTED FREE THE GENERAL TIRE & RUBBER COMPANY 
new OO oe Of), AS A COUNTER DISPLAY Bolta Products Division ° Lawrence, Mass. 
with MYLAR’* . a More information on Bolta-Top 
Just mail in the coupon ‘ices This ad as counter display 
The best looking low-cost flexible 


and we will send you this 
counter top with more advantages ad mounted on an easel Nites 
for your money. Send coupon for backed card for use as a 5 
full particulars. counter display. Message Address 


*DuPont's Reg. T. M. for its super-strength a bottom and coupon 
: City Zone State 


polyester film. 
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SCALE (FEET) 





OTTERMAN STREET (U.S. No. 30) 


Remodeling for store sales— 


Making Every Square Foot 


FROM THIS . 


Designed by 


American Lumberman 


Example of how to get maximum use out of downtown 
site. Cook Lumber Co. gained a sizable store with parking 


lot and “outside” display area along sidewalk. 


This is the first in a series of 
articles describing new and re- 
modeled stores designed by James 
N. Lindenberger, American Lum- 
berman’s architectural consultant. 
Mr. Lindenberger is currently de- 
signing stores from California to 
Connecticut. Watch for the next ar- 
ticle in this series in the June 24th 


issue. 


No matter what the physical con- 
dition of your present yard, in all 
likelihood it can be transformed into 
a successful consumer shopping cen- 
ter, providing that the location can 
be conveniently reached by home- 
owners. So says James N. Linden- 
berger, American Lumberman’s 
architectural consultant, who spe- 
cializes in lumber dealer store de- 
sign. 

A case in point is the Cook Lum- 
ber Co., Greensburg, Penna., where 
Lindenberger expanded and con- 
verted an old mill shop into the re- 
tail showplace you see illustrated on 
these pages. 
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“Our property was enclosed on 
both sides by other structures,” ex- 
plained Dan Cook, “‘so we were faced 
with the problem of providing park- 
ing in a limited space, getting as 
large a retail store as possible and 
still keeping costs down by saving 
as much of the mill structure as 
possible. 

“Lindenberger merged part of 
the mill into a store which gave us 
maximum display area. He placed 
the store entrance on the side adja- 
cent to the parking lot, which has 
proved very efficient.” 

Cook has been in the retail lum- 
ber business since 1931 in Mt. 
Pleasant, a nearby town. Three 
years ago he bought the Greensburg 
yard, which was in a run-down con- 
dition. First, he remodeled the rear 
shed by himself, but pressures of 
other matters postponed the erec- 
tion of a store until he met Linden- 
berger at the 1955 NRLDA Exposi- 
tion. 


Using part of the mill. The 


Pay Off 


portion of the property in front of 
the alley is 100’ in depth and 80’ 
frontage. Two-story brownstone 
dwellings of ancient vintage flank 
the frontage. A small frame shack, 
similar to a used-car lot office, served 
as a store. In the rear of this area 
was a two-story building, which 
served well as finishing mill and 
warehouse. The three schemes as 
presented by Lindenberger were as 
follows: 

(1) Remodeling the existing mill 
building, changing it into a modern 
showroom. 

(2) Building 32’x44’ addition to 
the mill for a store which would 
extend to front sidewalk. 


(3) Building a similar-sized ad- 
dition, plus remodeling half of the 
mill structure into a retail area. 

The third solution was selected 
because it provided maximum show- 
room space. 


Harmonizing with neighbors. 
“Because the neighboring buildings 
were two-story structures and faced 
immediately onto the sidewalk, 
Cook’s new addition was designed 
to appear to be a two-story build- 
ing,” explains Lindenberger. 

Actually, the upper story is a bill- 
board front constructed only of ver- 
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con TANS 


tical boards. It serves as a sign 
panel 80’ long and 10’ high. In this 
manner the architecture of the 
building holds its own with the tal- 
ler, downtown type neighboring 
structures. It gives an illusion of 
a “shopping center” rather than a 
single retail store. 


Structural display. The sloping 
roof behind the false second story 
and the sloping roof above the new 
store addition are shingled in the 
most popular roofing style marketed 
by Cook Lumber. The store interior 
ceiling is a tile which has received 
excellent acceptance in the area. 
Similarly, floor tile and paneled 
walls are working displays. 

Fixtures throughout the store 
were built by the lumber company 
from details furnished by American 
Lumberman. 


Long-range plan. About $30,000 
was invested in the conversion ac- 
cording to Dan Cook. A big slice of 
that amount was for a heating plant 
and extensive store lighting. 

The work now completed has de- 
veloped a sizable walk-in trade and 
cash sales. But it is only the begin- 
ning of growth because Cook is now 
planning to revamp the second floor 
of the mill building into a meeting 
auditorium with extensive “idea 
room” displays. 
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A RETAIL STORE 
HARDWARE, PAINT 
TOOLS, ACCESSORIES 

8 PLANNING DEPT. 
MATERIALS SAMPLES 

C BRANCH OFFICE 

D CUSTOMER PARKING 

E OVERFLOW PARKING 
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OTTERMAN STREET (U.S. No. 30) 


(Turn page for selected interior store displays.) 
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the TRIPLE PLUS’ of Reynolds Aluminum Foil 





Reynolds continuing promotion of the TRIPLE PLUS 

— by four-color magazine advertising and network TV — 
has more and more homebuyers demanding this 

important extra value. They know this “extra” costs very 
little. They know the only time to get the TRIPLE PLUS 
job is while the house is building. So write this 
sales-clinching feature into your specifications — and 
promote it! Choose from the famous brands listed in the 
column alongside. Reynolds Metals Company, 

General Sales Office, Louisville 1, Kentucky. 





This is the Mark of Extra Value in Insula- 
tion... by the makers of Reynolds Wrap! 


WITH THE 


rele Micliileliteclaclilem -iclicmelilem dich. < TRIPLE PLUS" OF 


Reynolds Aluminum Foil reflects up to 95% 

of all radiant heat...cools a house as much 

as 15°...drastically cuts air-conditioning costs. 
| 





PLUS 2 THROWS BACK WINTER RADIA- 


TION! Properly placed in walls, in ceilings, under 
floors, Reynolds Aluminum Foil reflects house 
heat back inside...cuts fuel costs. 


PLUS 3 CONTROLS MOISTURE CONDENSA- 


TION! Reynolds Aluminum Foil is a positive va- 
por barrier...protects homes against moisture 
damage just as foil packaging protects foods. 


REYNOLDS ALUMINUM 


PE aon aan 


alll arty 


THE FINEST PRODUCTS MADE WITH ALUMINUM ARE MADE WITH 


REYNOLDSS@SALUMINUM 


* Trademark © 1957 Reynolds Metals Company 
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These are the 
different ways the 
TRIPLE PLUS is used 


TYPE A 


This insulation uses 
the TRIPLE PLUS oll 
around: Reynolds Alu- 
minum Foil completely 
encasing the batt on 
all four sides, giving 
the full advantage of 
reflective foil. 




















TYPE B 


This insulation fea- 
tures the TRIPLE PLUS 
in another form: Rey- 
nolds Aluminum Foil 
one side; the other 
side a polished alumi- 
num pigmented coat- 
ing on kraft paper. 











TYPE C 


This type of insulation 
gives you the advan- 
tages of the TRIPLE 
PLUS in still another 
way...with a layer 
of Reynolds Aluminum 
Foil on one side of 
the batt. 











...in each of 
these famous-brand 
insulations: 

RED TOP 


O INSULATING 
vo BLANKET 


| Wits THE (= aaaien 
TRIPLE PLUS" OF jue 
| REYWOLDS ALUMINUM 


RED TOP uses Type ‘A’ TRIPLE PLUS 


CELOTEX 


IMSULATING BLANKETS 





| With THE 
TRIPLE PLUS OF 
REYNOLDS ALUMINUM 


CELOTEX: Types ‘A’ & ‘B’ TRIPLE PLUS 


UM ie 


INSULATION 


With THE cgaabaee’s t 
| TRIPLE PLUS” OF al 
| REYNOLDS ALUMINUM 


SPINTEX uses Type ‘B’ TRIPLE PLUS 
SEALFOIL 


GLASS FIBRE 
INSULATION 
wo 





SEALFOIL uses Type ‘B’ TRIPLE PLUS 


BALSAM-WOOL 


a= 


BALSAM WOOL uses Type 'B’ TRIPLE PLUS 


eyo) HOME 
Weegiie INSULATION 








Th Pee Pontes, | 
tate wh Areminwm \ | 


LOF uses Type 'C’ TRIPLE PLUS 
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COOK LUMBER REMODELING (begins on page 56) 


a SERVICE 


oe 08 hn Oo fee Paani (oot 


| WELDWOOD Panelingua 
sx £ 


PLANNING CENTER DISPLAY includes wall paneling units, product literature racks, 


space for inspection of plan books. Dan Cook, president of company, faces camera above. 





PICKUP ITEMS such as tools are traffic-builders. 


on the store displays. 


3 Basic Displays 
At Cook Lumber 


SELF-ORDER DISPLAY for lum- 
ber, moldings, trim, siding was 
designed in "sawtooth" style to 
attract interest as well as to 
conserve space. Metal mouldings 
hold price tags. After viewing 
lumber samples, the customer 
gives order to clerk at counter. 
Then, ticket is written, customer 
pays, then walks to rear shed 
for fulfillment of order. 


Most of inventory is maintained right 
Fixture was built from plans by American Lumberman blueprints. 


39 





WHITTIER LUMBER and MILLWORK COMPANY seware, v.1 
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PRESIDENT 
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| protects its property 


gets better FIRE and BURGLARY | 
protection and SAVES $9,500 a vEAR 


Whittier is just one of thousands of concerns in lumber, 
woodworking and other fields that are saving money while 
getting better protection for property, profits and employ- 
ees’ jobs through combinations of ADT Automatic Protec- 
tion Services. 


Whether your premises are new or old, sprinklered or un- 
sprinklered, there is an appropriate ADT Fire Alarm Service 
to detect fire and notify the fire department automatically. 
ADT Burglar Alarm Service will automatically summon 
police when burglars attack. ADT Heating and Industrial 
Process Supervision will automatically detect and report 
other abnormal conditions. 


May we show you what ADT cam do tor you? 


An ADT specialist will show you how ADT Services can 
give you complete automatic protection for your property. 
Call our local sales office if we are listed in your phone book; 
or write to our Executive Office. 

Controlled Companies of 

AMERICAN DISTRICT TELEGRAPH COMPANY 
A NATIONWIDE ORGANIZATION 
Executive Office: 155 Sixth Avenue, New York 13, N. Y. 


May 27, 1957, AMERICAN LUMBERMAN AND 





DEALER POINTERS with one less large truck,” reported 
Lb Jb — B. W. Logan, manager of the Ray- 
, Scottsdale Lumber Co., at Scotts- 
dale. ‘“‘With it we ean carry 28-foot 

lumber on our pick-up.” 

Arizona law permits material to 
overhang 4’ both in front and be- 
hind the vehicle. The device cost 
$45. It consists of four vertical 
114,” pipes, each 5’ long, welded to 

wi the inside of the pick-up bed. At the 

° ° top of the pipes four steel corner 

Pick-Up Truck Carries braces are welded both to the verti- 
Special Frame cals and to 414’ horizontal members. 
A simple pipe frame arrangement The horizontal members extend 4’ 

attached to a pick-up truck is pro- forward over the pick-up’s cab. This 
ducing substantial savings in deliv- gives the carrier frame a 101%’ 
ery costs for an Arizona dealer. length. The forward extension is 

“The device permits us to operate supported by diagonal braces. 


Rolling Stepladder Useful 
You always have steps exactly 
where you need them for most ef- 
ficient work in the warehouse at 
Hill Lumber & Hardware Co., Al- 
bany, Calif. This is because the 
steps are mounted on rollers and 
track. They can be pushed to any 
point along the warehouse balcony. 
The steps travel on R-W No. 51 
trolley rail, such as is used to hang 
sliding barn doors. Half of a six- 
foot ladder, a square of fir plywood 
for a top platform and two triangles 
of plywood for gussets provide the 
rest of the items needed to build 
the rolling steps. The parts are 
bolted together for strength. 





... but this sales crew at Erb 
Lumber Company, Royal 
Oak, Michigan, won't be quiet 
for long! They’re learning 
some new approaches to put 
sales techniques on the tips 
of their tongues. 
Georgia-Pacific makes it 
easy ... with color films, on- 
the-spot demonstrations and 
interesting quizzes (class is 
taking one right now). Let 
G-P train your men and 
prove this course is a profit- 
maker for them—and for you. 


a ee lie 


wy ’ 7 

Archway to Sales | GEORGIA — PACIFIC 

Just about every customer, who CORPORATION 
walked into the main display room | Dept. AL-557 Equitable Building « Portland, Oregon 
of the John Bogar Lumber Co., Lan- We are interested in your sales training program. Please send free pictorial brochure. 
caster, Penna. last spring and sum- | 
mer passed under the white arbor 
arch near the door. The price— | Firm __ 
$18.95—was posted right on the Address__ 
arch and quite a few customers Chey = 
bought one immediately. Cetincbaseresaben snanen a: ubesan as an as@resacerenen ae 
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DEALER-BUILDERS 


A Special Report 


Take the case of a village lumber dealer in south- 
ern Illinois. 

In 1949 this dealer owned the only lumberyard 
in his town of 3,500, serving a wide farm area. 
Dealers in nearby towns competed for the farm 
business, along with the perennial lumber trucker 
competition. In town the dealer sold and serviced 
the handfull of local contractors. Everyone was busy. 

About 1950 the postwar prosperity here began to 
falter. Caught in a downturn, several local con- 
tractors demanded price concessions from the dealer. 
He refused. As a result one contractor set up a 
lumberyard of his own in the small village, selling 
on a cut-price basis to other contractors. 

The same practice was duplicated in several of 
the neighboring towns. To make matters worse, some 
of the newcomers raided the contractor market in 
nearby towns using price concessions. As a result, 
the established lumber dealer woke up to the fact 
that his big-ticket business—which accounted for 
the bulk of his volume—was gradually dwindling 
to nothing. 

He retaliated, for a time, with king-size con- 
tractor discounts. But with higher fixed costs he 
soon learned that he could not remain in business 
under those terms. His new competitors were ob- 
viously operating on practically no margin, but 
their costs were low and they were primarily selling 
their own labor. 

The dealer built a new retail store, adding paint 
and hardware. This boosted cash sales, but the hard- 
ware volume in a town of 3,500 is not large and 
he had to share it with an independent hardware 
dealer. He could not make up the loss in big-ticket 
volume sales in this fashion, even though the store 
pickup trade was profitable. 

There was, as he put it, no alternative but to go 
into the construction business himself in order to 
corral new home and major remodeling. This he 
did by hiring a contractor-foreman who obtains 
crews as he needs them. At last report, the dealer 
was beginning to compete effectively for big-ticket 
business. He is now making merchandising plans 
for packaged farm buildings sold on an erected 
basis as well as packaged homes. He is allocating 


more space in his store to a planning department. 
He has not yet reached the volume he enjoyed seven 
years ago—but is well on his way. 

* * * 

The above is not an isolated case. It reveals a 
situation in which innumerable dealers found them- 
selves during the past few years. 

It is easy enough with hindsight to see that if 
this dealer had begun to control the sale in the 
1940s he could have competed effectively against 
price-cutters. But the fact remains that he did let 
control of the market slip from his hands and now 
the market is split open with far too many “re- 
tailers.” 

* * * 

The same problem, with variations, also has beset 
dealers in larger communities. As a result, building 
activity by dealers is on the increase today. It has 
been accelerated by dealer fabrication methods such 
as Lu-Re-Co. 

* * * 

Of course, it is not always necessary to actually 
hire one’s own crews in order to control the sale. 
There is little doubt that the dealer, with yard and 
store facilities, can become building headquarters 
by initiating the jobs and recommending contractors 
—thousands of leading dealers have proven this in 
all types of markets. But where the big-ticket mar- 
ket slipped away, as in the case told above, dealer- 
controlled construction departments have been the 
only way to compete. 

% * 

Perhaps one answer to the problem is a merging 
of dealer and contractor. One clear-cut example oc- 
curred in El Paso, Tex., where a dealer, a contractor 
and an architect joined forces to form the 
Hunt/Sheid Building Mart. It grew out of the Hunt 
Sales Co., a retail lumber company. 

Because this organization may well represent a 
pattern of business which will be needed in many 
areas, Hunt/Sheid’s basic organization structure 
is printed on the facing page. The chart is a good 
example of a “one-stop” mart which provides maxi- 
mum service to the home buyer as well as the do- 
it-yourselfer. 
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BOARD OF DIRECTORS 
General Policy 


CONSTRUCTION DEPT. MGR. 


MERCANTILE DEPT. MGR. (STORE) 


1. Construction Sales 
2. Design 
3. Estimating 


. Purchasing, Stock Control 
. Pricing Policy 

. Advertising 

. Store Layout 

. Retail Credit 

. Industrial Sales 

. Contractor Sales 


ASSISTANT MGR. 


. Coordination 
. Scheduling 
. Cost Control 
. Documents 


. Remodeling Dept. 


. Plumbing Dept. 
. Personnel 


Crew #1 
Crew #2 
Crew #3 
Crew #4 
Crew #5 
(Remodel) 
Crew #6 
(Painting) 
Crew #7 
(House 
Doctor) 


4. Job Checking and Quality Control 


FINANCING-ACCOUNTING MGR. 


. Accounting Policies and 
Procedures 

. Auditing 

. Personnel 

. Financing & Budget 

. Legal & Insurance 


OFFICE MGR. 


1. General Books 

2. Claims 

3. Insurance & Equipment Register 
4. Accounts Payable 

5. FHA Loans 


Accounts 
Payable 
Section 


Accounts 
Receivable 
Section 


Stenographic 
and Files 
Section 


Is This the “Pattern of the Future”? 


In the organizational manual of the Hunt/Sheid 
Building Mart in El Paso, Texas, a well-defined 
explanation of the business by the owners expresses 
a “way of business” that will be of interest to 
retail lumber dealers everywhere. It is as follows: 

“Our mission to make a profit is accomplished by 
operating two retail lumber and building material 
yards, catering in the order of importance, first 
to the ultimate consumer (i.e., the homeowner and 
the do-it-yourself customer); secondly, to our own 
construction department; thirdly, to contractor spe- 
cialties such as skydomes and shutters; fourthly 
to industrials. 

“Our mission is also accomplished by operating a 
general contracting department, catering in order 
of importance first to custom residential construc- 
tion, secondly to remodeling and thirdly to com- 
mercial construction. 

“Our mission is further carried out by operating 
a plumbing department, catering first to our own 
construction department, secondly to domestic water 
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pump installation and service as well as installation 
of water heaters, etc. 

“We are not primarily interested in contractor 
sales of high-volume, low-margin basic materials. 
We are not primarily interested in bidding on con- 
tract plumbing work for other contractors or gen- 
eral plumbing service work.” 

El Paso has a population of 130,000 with approxi- 
mately 24 retail lumber yards sharing the market. 


Watch for the A.L. 
"Component Builder" 


Coming soon is a new monthly editorial report 
devoted exclusively to dealer fabricators, called 
the “A.L. Component Builder.” This will in- 
clude on-the-spot coverage of precutting and fab- 
rication departments of retail lumber dealers 
and news that will keep you abreast of new 
component ideas. Another American Lumberman 
exclusive. 





Fifth of a Series 


“THIS IS 
THE PLACE!” 


More and more, Alsynite is the 
dominant brand name in translu- 
cent fiberglas panels. And that 
means your customers are look- 
ing to be sure the panels they 
buy are genuine Alsynite. 

Alsynite’s 1957 Merchandising 
Plan is designed to help every 
dealer reap full benefits from this 
advantage at the point of sale. 

One of the new sales aids 
available to help pull in the 
customers is this embossed metal 
Authorized Dealer sign that will 
let everyone know that “this is 
the place” to buy Alsynite. 

Alsynite’s trademark is in 
brilliant red and, combined with 
black on a gleaming white back- 
ground, assures maximum eye- 
stopping attention value. The 
sign includes a drawing of an 
attractive patio, too. Over-all size 
of the sign is 30” x 15”. 

Contact your nearest Alsynite 
distributor today, or write direct 
for the full story of Successful 
Merchandising with Alsynite. 


Write for full details 
ALSYNITE COMPANY OF AMERICA 
DEPT. A-S ¢« 4654 DE SOTO ST. 
SAN DIEGO 9, CALIFORNIA 


COPR. 1957 ALSYNITE CO. OF AM. 
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DUAL ROLE is played by Glenn Barr, Manchester, lowa lumber dealer, who is also a 


lawyer. INSET: At work in the office. 


Something New ina 


Package Deal 


Glenn Barr sells both legal 
advice and lumber in Manchester, 


lowa. 


The first name on the list of retail 
lumber dealers in the classified tele- 
phone directory at Manchester, Iowa 
appears to be a curious typograph- 
ical error. It reads: 


LUMBER—RETAIL 


Barr Glenn Lumber & Law 
ofe S First Ma 5702 


Lumber and law may seem a trifle 
ambiguous, but the explanation is 
simple. Those are the two commodi- 
ties in which Glenn Barr deals; he 
has been equally successful in each 
field. 

When the writer sought him out 
for an interview, Atty. Barr was 
busy drawing up a will. Before he 
had finished, a farmer came in to 
purchase a quantity of lumber for 
repairing his barn. This deal con- 
summated, Atty. Barr went back to 
work on the will. Afterward, he told 
about his lumber firm which was 
established in 1907. Barr’ got 


his law degree at the University of 
Iowa and was admitted to the bar in 
1928. After a few years in the bank- 
ing field, he joined his father in the 
lumber business. 

Barr’s yard is not the largest in 
Manchester (pop. 4,000) ; neither is 
it the smallest. He has about 10,000 
square feet in two separate yards. 
Atty. Barr plays a dual role. Out in 
the yard, a farmer can pick out 
some lumber needed to repair a barn 
damaged by a wind storm; back in 
the office this same farmer can get 
such legal advice as he may need in 
making out his insurance claim. 

Lumberman (Atty.) Barr 
chuckled when he read this para- 
graph in the copy shown for his 
approval. “That makes it sound as 
if I get ’em going and coming. But 
something like that has happened on 
more than one occasion.” 





Leaders Acclaim Wood 


Business executives acclaim wood as 
the most practical material for office 
surroundings. Wood flooring, furniture 
and paneling create an atmosphere of 
warmth, friendliness, comfort and con- 
venience, business leaders agree. 
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ISSETT Lumber 
is better because 


Sam Bass, sawyer, has spent a 
lifetime (39 years) in the study 
and practice of helping produce 


straight lumber for you. 























LUMBER COMPANY 


A Division of The Crossett Company 
CROSSETT ARKANSAS 
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DEALERKPARADE 


1957 DEALER CONVENTIONS 








TEXAS PRESIDENT Gene Klein, left, with association executive vice-president Gene 
Ebersole are proud of plans for new headquarters office, to be built at Austin. 


Texas 

During the three-day period of 
the recent Dallas convention of the 
Lumbermen’s Association of Texas, 
dealers placed more than $2 million 
worth of orders with suppliers ex- 
hibiting at the show. 

“This is the second year we have 
encouraged dealers to bring their 
orders with them to the conven- 
tion,” said Gere Ebersole, executive 
vice-president of the group. “Last 
year’s total orders came close to $1 
million.” The $1 million mark was 
almost reached during the first day 
of the Dallas convention and then 
zoomed upward in unfettered fash- 
ion to the very end of the event. The 
chore of recording the dealers’ pur- 
chases was handled by Mrs. Dick 
Watkins, wife of the association’s 
secretary. She reported to Ameri- 
can Lumberman that during the 
three-day convention she recorded 
868 separate orders. 

Big incentive to dealers for plac- 
ing orders was a $4,000 convertible 
hardtop automobile, which was won 
in a drawing contest by A. L. Car- 
ter, Richards-Conover Hardware 
Co., Amarillo, who turned it back 
to the association with a request 
that it be awarded to a Texas re- 
tail dealer. Retiring president P. J. 
Goodnight, chairman V. M. Lamm 
and W. B. Oldham prevailed upon 
Vernon Smith, mayor pro-tem of 
Dallas, to make a new drawing and 
the winner was: Dan M. Craddock, 
Craddock and Norsworthy Lumber 
Co., Dallas. Craddock’s ticket cov- 
ered a carload of U. S. Gypsum 
products. 

Officers elected for 1957 were: 
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Gene Klein, Star Lumber Co., Ama- 
rillo, president; 1st vice-president, 
Ralph G. Campbell, Johnson-Camp- 
bell Lumber Co., Fort Worth; 2nd 
vice-president, S. S. Forrest, For- 
rest Lumber Co., Lubbock; ser- 
geant-at-arms, Roy Campbell, Jr., 
Campbell Lumber Co., San Antonio. 
Reelected treasurer was Lester 
Palmer, Calcasieu Lumber Co., 
Austin. 


Indiana 


More than 3,000 lumbermen were 
in attendance at the 73rd annual 
convention of the Indiana Lumber 
& Builders’ Supply Association at 
the Murat Temple in Indianapolis. 
Delegates spent three days attend- 
ing the fine business sessions, look- 
ing over 185 exhibits, studying pos- 
sible applications for the new prod- 
ucts shown in their areas and view- 
ing a living demonstration of ‘“‘ma- 
chinery in action,” which empha- 
sized modern day mechanical han- 
dling techniques. 


INDIANA ELECTS, left to right, William 
Foley, Ist vice-president; Frank Taylor, 
president, and Roger Black, 2nd vice- 
president. 


Lumbermen were enthusiastic in 
their praise of a breakfast clinic on 
“Advances Made in Component 
Parts Construction,” which was 
moderated by Raymon Harrell, Re- 
search Director for Lu-Re-Co. 

Frank Taylor, Henry Poor Lum- 
ber Co., West Lafayette, was elected 
president. Serving with him will be 
William Foley, Belleville Lumber 
Co., South Bend, as Ist vice-presi- 
dent; and Roger Black, Black Lum- 
ber Co., Bloomington, 2nd _ vice- 
president. Paul Pearson, South 
Bend, and John Wert, Muncie, were 
named district directors; Earl 
Grimm, Evansville, and Ralph Man- 
ger, Anderson, were elected direc- 
tors-at-large. 


New Jersey 


In spite of adverse weather con- 
ditions, a record crowd of lumber- 
men gathered in 
Atlantic City for 
the 73rd annual 
convention of 
the New Jersey 
Lumbermen’s 
Association. 
Registrations to- 
taled almost 500, 
a 10% increase 
over previous 
years. The three 
panel sessions drew record audi- 
ences and delegates called the busi- 
ness program the most successful in 
the association’s history. 

Election of officers came in the 
final sessions of the four-day meet- 
ing. Reelected for a second term 
were Aren Kaslander, president; 
Walter Wiesmiller, 1st vice-presi- 
dent; Norman Ruhle, 2nd_ vice- 
president; and Bud Blaisdell, treas- 
urer. 


Kaslander 


ae VANES 


H. Edward Smith, 49, Dough- 
erty Lumber Co., Cleveland, 
Ohio, died recently. He had been 
with Dougherty since 1930 and 
was in charge of its plywood di- 
vision. Mr. Smith also was presi- 
dent of the Youngstown Sash & 
Door Co., Dougherty affiliate. 

Surviving him are his widow, 
Mary Louise; four sons, H. Ed- 
ward, Jr., William F., Robert R. 
and James B. Smith; a daughter, 
Mary Ann. 


C. M. Christiansen, 70, owner 
of the lumber company bearing 
his name in Phelps, Wis., died of 
a heart attack recently while 
vacationing in Sarasota, Fla. An 
exponent of selective cutting, he 
received an award of merit last 
year from the Timber Producers’ 
Assn. of Michigan and Wiscon- 
sin for outstanding service to 
the industry. Mr. Christiansen is 
survived by two sons, Phil and 
Robert, and five grandchildren. 











May 27, 1957, AMERICAN LUMBERMAN AND 





Greatest freedom from shrinkage ‘ 
starts with Redwood itself— 


—but it takes these extra steps 
in the manufacture of 
PALCO Architectural Quality Redwood 
to bring out this natural advantage 


Redwood has less shrinkage and swelling—greater dimensional 
stability than any other domestic commercial wood — if it is 
properly dried. Drying down to about 28% moisture content 
merely removes free water in the wood cell cavities. The cell 
walls are still saturated. 

Shrinkage starts at about 28% and continues until the point 
of equilibrium with air is reached. Air drying alone won't 
achieve this goal. 

PALCO Certified Dry Redwood provides three extra steps 
to assure proper humidity uniformly distributed through each 
board. 


Each unitized stack is made up of lumber in classifications accord- 
ing to green weight, and remains in the yard until moisture content 
reaches a specified range. 
Selective air drying up to 24 months according to green 
weight, bringing al// lumber to a specified humidity range 
before it enters the kiln. (See example chart below). 


2 Controlled kiln drying, depending on condition and thick- 
ness, from 6 to 25 days at specified temperature progres- 
sively applied. 


PALCO goes one step further. When the center of the 
board approaches moisture equilibrium, surfaces are too 
dry, and would be distorted by re-absorbing moisture from 
air. PALCO Redwood is therefore left in the kiln for a 
final extra process to rebuild surface moisture to atmos- 
pheric equilibrium — producing the most stable lumber 
known. This is one of many premium PALCO features 
—at no extra premium in cost—and you know it will stay 
in place. 





EXAMPLE: Selective air drying schedule for 2” lumber 





Average Approx. Air 


By the time lumber leaves the kiln, moisture has been pulled down 
to an average below equilibrium, and some surface moisture re- 
turned to stabilize equilibrium through each board. 


see our cat in 


‘Ss 


See Sweet's Architectural File, or send coupon for your 
personal copy of this aid to redwood specification — 
and informative booklet ‘‘From Out of the Redwoods” 


Specify the leit im Keduood, (DAL BO * 


THE PACIFIC LUMBER COMPANY 


Since 1869 * Mills at Scotia, California 


or write for copy 


2185 HUNTINGTON DRIVE 
SAN MARINO 9, CALIF 


35 E. WACKER DRIVE 
CHICAGO | 


100 BUSH STREET 
SAN FRANCISCO 4 


MEMBER OF CALIFORNIA REDWOOD ASSOCIATION 
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Classification 


Green Weight 


Drying Time 





LIGHT 


3 Ibs./bd. ft. 


9 to 12 months 





MEDIUM 


41% \lbs./bd. ft. 


12 to 18 months 











6 \Ibs./bd. ft. 





18 to 24 months 





THE PACIFIC LUMBER COMPANY 
100 Bush St., San Francisco 4, Calif.— Dept. AL 


Please send me without obligation: 


Reprint of Architectural File Bulletin outline specification 
data, PALCO Redwood patterns, sizes, grades, grains, etc. 


C] From Out of the Redwoods 


— colorful booklet showing 


how PALCO Redwood and Redwood Products are produced. 


Name 


Title 


Company 


Address 


City 
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ARTIST'S SKETCH of first Alcoa Care-Free Home, which will be constructed in 50 
selected locations throughout the nation. Of post-and-beam construction, it provides 


1,900 square feet of living space. 


Alcoa Discloses Plans 
for Care-Free Home 


The Aluminum Company of 
America, Pittsburgh, took a major 
step toward the achievement of a 
maintenance-free home by disclos- 
ing plans for its Alcoa Care-Free 
Home, designed and built to give 
the homeowner a modern dwelling 
that will retain its luxurious beauty 
with a minimum of cleaning and 
maintenance effort. 

Featuring both the aesthetic and 
practical qualities of aluminum 
from the roof and exterior walls to 
interior trim and decoration, it is a 
one-floor, slab construction dwelling 
with three bedrooms, two baths and 
a central core kitchen. Although 
Care-Free Home emphasizes alumi- 
num as the practical, care-free 
building material for future resi- 
dences, architect Charles M. Good- 


man also has combined many mate- 
rials, among them wood, glass, steel 
and brick, to create the dwelling. 

In designing the home, architect 
Goodman heeded the advice of the 
Women’s Congress on Housing held 
in Washington, D. C., last year. In 
addition to simplicity of floor plan, 
the house lends itself to both private 
and semi-public family living. Alcoa 
currently is enlisting approximately 
50 outstanding builders to construct 
the Alcoa Care-Free Home for pub- 
lic exhibition this fall in localities 
throughout the nation. 


Acoustical Materials 
Assn. Reelects Yerges 


Lyle F. Yerges, manager of in- 
dustrial product development, U. S. 
Gypsum Co., Chicago, was re-elected 
president of the Acoustical Materi- 
als Association at the association’s 


recent spring meeting in Cleveland, 
Ohio. Approximately 90% of the 
nation’s manufacturers are repre- 
sented in the association. 

Paul J. Washburn, Johns-Manville 
Sales Corp., New York City, was re- 
elected vice-president, and Wallace 
Waterfall was reappointed secre- 
tary-treasurer of the association, 
which has its headquarters in New 
York City. 


U.S. Gypsum Offers 
Practical Textbook 


Prepared for dealers and build- 
ers who have felt the pinch of re- 
duced new housing volume and 
for others interested in moderniz- 
ing and remodeling projects, a new 
book entitled “Operative Remodel- 
ing” has been published by U. S. 
Gypsum Co., Chicago. The book 
acts as a bridge for those who 
have been constructing new homes 
and now need to widen the base of 
their operations in order to stay 
active in a competitive market. 

Operative remodeling, as de- 
fined by the book, is a business in 
which a dealer or builder buys an 
older home, remodels and modern- 
izes it and then offers it for sale 
at a price which will yield him a 
profit. In step-by-step fashion, the 
book outlines the elements of the 
operative remodeling business and 
points out both the pitfalls and the 
correct procedures. 

Put together over a two-year 
period by U. S. Gypsum, with the 
cooperation of the National As- 
sociation of Home Builders, the 
book has been distributed to over 
44,000 builders, dealers, architec- 
tural schools, realtors and officials 
of OHI, ACTION and the FHA. 
“Since the need for a large-scale 
remodeling program is so great, 
such sales could far surpass those 
from new housing even at peak op- 
eration,” reports U. S. Gypsum. 





se 
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THEN AND NOW. First International motor truck was an Auto Wagon (left), produced 
in 1907. Its 20 hp, air-cooled engine was of two-cylinder, four-cycle design. Recom- 
mended top speed was 20 mph. The Western-type truck tractor (right) entered the Inter- 
national line in 1946, ranging in capacity up to 90,000 pounds gyw. A special plant was 
built for its production at Emeryville, Calif. Emeryville-built Internationals currently are 


in operation throughout the nation. 
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International Trucks 
Celebrate 50th Birthday 


It was in 1907 that a _high- 
wheeled, two-cylinder Auto-Wagon 
first bounced over the rutted, muddy 
roads of America and put Inter- 
national Harvester Co., Chicago, in 
the motor truck manufacturing 
business. Today, International Har- 
vester produces one of the world’s 
most complete line of motor trucks, 
from pickup models of 4,200 pounds 
gross vehicle weight to giant off- 
highway haulers rated at 96,000 
gvw. Of the 2.6 million Interna- 
tional trucks built during the 1907- 
1956 period, more than 1.1 million 
currently are in use throughout the 
nation. 


The first International motor 


(continued on page 71) 
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COMPANIES ANNOUNCE 


Richard W. Brown, formerly of St. 
Paul, Minn., has been appointed vice- 
president, manufacturing of the Seid- 
litz Paint & Varnish Co. of Kansas 
City, Mo. He is in charge of all plant 
operations and personnel, laboratory 
staffs and the company’s research and 

Brown technical programs. 

V. R. Marsh, executive vice-president of Marsh Wall 
Products, Dover, Ohio, manufacturer of Marlite plastic- 
finished paneling, contributed an article on “Factory- 
Applied Finishes for Hardboard” for a recent international 
industrial conference. The conference was held at Geneva, 
Switzerland, under auspices of the United Nations Eco- 
nomic Commission for Europe and the Food and Agri- 
cultural Organization of the United Nations. 


Frederick K. Trask, Jr., managing partner of Payson 
& Trask, New York venture capital firm, has been elected 
president of Lumber Fabricators, Inc., Fort Payne, Ala., 
producer of factory-built homes. Thornton E. Stokes, 
former president, will continue as consultant to the presi- 
dent; M. O. (“Gus”) Gustafson, who was executive vice- 
president of Thyer Mfg. Corp., was recently named market- 
ing vice-president. 


Larry L. Putzel has been named southeastern district 
sales manager for Stanley Building Specialties Co., a 
subsidiary of The Stanley Works, North Miami, Fla. He 
was formerly with Arnold Products. .. . The appointment 
of Tom Gamble as general merchandising manager is 
reported by Hallack and Howard Lumber Co., Denver, 
Colo. He was formerly executive vice-president of Potlatch 
Yards, Inc. 


Howard Ketcham, internationally famous color stylist, 
has been retained by The Philip Carey Mfg. Co., Cincin- 
nati, a leading producer of construction materials for 
home and industry. In announcing the appointment, John 
W. Humphrey, Carey’s president, said this will “place 
Carey in a position of leadership in what is fast becoming 
the age of color.” 


William B. Wolfe has been named a sales representative 
for Millers Falls Co., Greenfield, Mass., manufacturer of 
hand and power tools. Wolfe will cover southern Ohio, 
West Virginia and part of Maryland, operating out of 
the firm’s Cleveland office. . . . Martin James Conley has 
been named assistant sales manager of Arcadia Metal 
Products, Fullerton, Calif., firm, which manufactures both 
aluminum-framed and steel-framed sliding glass doors 
and windows for commercial and residential uses. 


William L. Abramowitz has been elected president -of 
The Carlon Products Corp., Cleveland, Ohio, manufacturer 
of plastic pipe and custom-fabricated fittings. Abramowitz 
formerly was a vice-president of the Borden Company’s 
Chemical Division. . . . William E. Lawson has resigned 
as vice-president and general manager of the Simpson 
Redwood Co. of California. Thomas F. Gleed is assuming 
management of the Simpson properties at Arcata, Calif. 


NEW WEST COAST FACTORY of the Superior Fireplace Co. 
serves || western states and Texas, as well as Alberta and British 
Columbia, Canada. Recently completed, the factory occupies 
39,000 square feet and is located on five acres at 4325 Artesia 
Ave., Fullerton, Calif. All other territories are served by 
Superior's eastern factory, which is located in Baltimore. 
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Information* 
valuable 
to the Masonry 
Industry 


available now on 
Stabilizing Walls with 


Dun-O-wal, 


Technical data from 

independent labora- 
tories on Dur-O-wal ma- 
sonry reinforcement has 
just been compiled for 
you. Send for your free 
file today. Engineering 
Dept. C, Dur-O-wal, Cedar 
Rapids, lowa. 


Request Yours 
TODAY! 


Trussed Design 
Butt Weld @ Deformed Rods 


Don-O-wal, 


Rigid BACKBONE of STEEL 
For Every Masonry Wall 








Dur-O-wol Div., Cedor Rapids Block Co, CEDAR RAPIDS, 1A. Dur-O-wal Prod., 
Inc., Box 628, SYRACUSE, N.Y. Dur-O-wal of IIl., 119 N. River St., AURORA, ILL. 
Dur-O-wal Prod. of Ala., Inc., Box 5446, BIRMINGHAM, ALA. Dur-O-wal 
Prod., Inc., 4500 E. Lombord St., BALTIMORE, MD. Dur-O-wal Div., Frontier Mfg 
Co., Box 49, PHOENIX, ARIZ. Dvur-O-wal, Inc., 165 Utah St, TOLEDO, OHIO 
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keeps people 


stirred up 


Lots of homeowners, your best prospects, have 
the best of intentions when it comes to remodeling 
their homes, making repairs or investigating new 
house plans. They just need more information 
and a frequent reminder of your services. Here’s 
how to promote action: 

Try sending HOME Maintenance & Improve- 
ment quarterly to either your own mailing list or 
one we can develop for you. HOME is full of de- 
tailed photos and stories on house plans, home 
remodeling and repair, all referring to you, the 
local lumber dealer who sends them HOME, as 


source of materials. 


HOME holds great interest for all families— 
those who prefer contractor help as well as those 


ice for lumber and building product retaile 


erican Lumberman and Bu 
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who are looking for how-to information. A recent 
readership survey indicates that 98% of readers 
know the name of the dealer sending them HOME 
magazine; 75% have made purchases as a result 
of receiving it. 


Over 1600 lumber retailers have found that 
sending this helpful publication is a profitable way 
to advertise—because HOME makes it easier for 
the consumer to know what he wants to buy. It 
costs only 15¢ per copy, including your front cover 
imprint, all handling and mailing charges. 


We will be glad to send you full information 
about this outstanding promotional service. Just 
fill-in coupon below and mail. Or, if you prefer, 
telephone collect. 








Service Manager, Room 2000F, 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 

FInancial 6-5380 

( ) Send us complete information, with no obliga- 


tion on HOME and its new homeowner mailing 
list service. 


( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 


Business name____ 








Street A ae ee ee ae ee Le 


i oe ee ee | ee 





Your name_ 
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MANUFACTURERS 


(begins on page 68) 





trucks were built by “production 
teams” of two or three men in Feb- 
ruary of 1907 at the company’s 
McCormick Works in Chicago. First 
year’s production was 73 auto 
wagons. Now, there are 50 years 
and billions of motor truck miles 
between the first unpretentious 
Auto Wagon and today’s tremen- 
dous International line. 

Although producing no passen- 
ger cars, International Harvester is 
the world’s fourth largest manufac- 
turer in the automotive field. It 
ranks third in the nation in volume 
of truck sales and leads the indus- 
try in production of heavy-duty, 
six-wheel and multi-stop trucks. The 
company is represented across the 
United States by more than 5,000 
dealers and company-owned outlets. 
And Internationals are found in al- 
most every part of the world. 


Quik-Fit Panels 
Cut Labor Costs 


An all-wood cedar shake panel 
having an ease of application that 
cuts sidewall labor costs up to 65% 
is announced by president Philip 
W. Bailey, Olympic Stained Prod- 
ucts Co., Seattle, Wash. The new 
panels—Olympic Quik-Fit—are red 
cedar and double-coursed, having 
number one machine grooved red 
cedar shakes bonded to cedar shin- 
gle under-coursing. A veneer strip 
is used to provide the bonding. The 
double-coursing and tight bonding 
produces a “dead air” space, an 
added insulation feature of these 
panels. 

Production of the panels includes 
pre-staining by Olympic in eight 
colors. The colors—Olympic’s lin- 
seed oil base stains—are brush- 
coated on the panels and then dried 
in an infra-red heated tunnel. 


yi 


ON-THE-JOB TESTS conducted by Olym- 
pic Stained Products Co. reveal that one 
man applying Quik-Fit Panels can do the 
work of three in putting on regular shakes 
and shingles, a saving in labor costs of 
two-thirds on sidewall application. 
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Ekco Forges Ahead 
in Building Field 


The expansion program of Ekco 
Products Co. in the builders’ metal 
supply and hardware field is geared 
to add $18 million to the Chicago 
firm’s annual sales volume by 1960, 
reports chairman Arthur Keating. 
He adds, “$6 million has been ex- 
pended in the past nine months for 
acquisitions, expansion and working 
capital in the building field. We are 
firm in the belief that new highs 
in building construction will be 
reached by 1960 and have already 


devoted more than 400,000 square 
feet of plant space to the manufac- 
ture of builders’ metal supply prod- 
ucts.” 

Since August, 1956, Ekco has 
acquired the Ruby Lighting Corp., 
Dallas, Texas, and Los Angeles, 
makers of industrial fluorescent 
lighting fixtures; Kennatrack Corp., 
Elkhart, Ind., producers of sliding 
door hardware and Worley & Co., 
Pico, Calif., manufacturer of cus- 
tom-engineered steel lockers and 
shelving. In addition, a sink divi- 
sion has been established in Canton, 
Ohio, for the manufacture of stain- 
less steel sinks. 





The Vento Champion Steel Basement 
Window is the best window made and 
for these reasons: 14 gauge formed steel 
sections; 3 position ventilation; positive 
action cam lock gives greater tolerance; 


Below are shown a few 
typical Vento installations 
. the right window for 

every type of building. 


high sill section prevents leakage; inte- 
gral fins for easy installation in any type 
of construction; design of formed sec 
tions allows unit to stand by itself, saving 
installation time. It’s really a Champion! 


VENTO Steel Casement Windows 


All casements drilled and tapped to re- 
ceive storm sash and screens, operator 
arm guide channels attached with screws 
for easy removal and replacement, if 


VENTO Aluminum 


Direct gear operated, worm and pinion 
type; heavy duty construction with angle 
handle that conforms to all stool depths, 
minimum turns to open window fully. 
Weather tight . . . Vento alone keeps 


necessary; ventilator frames constructed 
from the same heavy sections as the out- 
side frame to provide greater rigidity and 
stronger ventilators. 


Awning Windows 


metal to metal contact plus metal to 
weatherstrip. Effortless operation 
nylon roller blocks at all friction points 
permit finger tip operation. 


VENTO Industrial and Commercial Steel Windows 


Vento Pivoted, Projected and Architec- 
tural Windows are suitable for every type 
of commertial and industrial building, 


especially where abundant daylight and 
fresh air are desired. Offered in a broad 
new range of types and sizes. 


Please send further information on Vento Windows as checked 


VENTO § 


t 


Steel Products 
CO., INC. 


ARE YOU A 
STREET 

249 COLORADO STREET CITY AND STATE 
| BUFFALO 15, N.Y. 


Nace cane abe cee Ges ib seals Glch cen inte conte deen cate one Geum aum> anen ame 


NAME 


AWNING TYPE ALUMINUM 
PIVOTED, PROJECTED, ARCH'T’L 
STEEL CASEMENT 


STEEL BASEMENT 
) FORMED STEEL LINTELS 
UTILITY 


] DEALER (-) ARCHITECT 


BUILDER 
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Insulating Glass Optional 


The Twin/Tilt Window is now avail- 
able with half-inch insulating glass 
factory-installed. Introduced last fall, 
the unique double-hung wood unit fea- 
tures sashes that tilt completely inside 
the room for better ventilation, easy 
cleaning. Both sashes have patented 
hinges at the bottom; both tilt easily 
inward to any desired angle and hold 
their position securely, it is said. 
Putty-glazed insulating glass, now op- 
tional, and full weatherstripping give 
the Twin/Tilt Window all the winter 
comfort and fuel economy of storm 
sash, yet allow instant full ventila- 
tion on warmer winter days, maker 
says. Brown-Graves Co., Dept. AL, 
191 E. Miller Ave., Akron 1, Ohio. 


Circle No. 201 on Coupon, page 88. 
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Spider Fasteners 


A new type hidden fastener for in- 
stalling paneling that is said to elimi- 
nate the problem of unsightly nail 
heads marring the face of richly 
grained plywoods is available. Called 
Spider Fasteners, they combine a 
doughnut-shaped, pronged gripper 
with a rosin-coated nail. To assemble, 
the nail is dropped through the hole 
in the center of the gripper. When 
used, the gripper locks into the panel- 
ing while the nail secures itself to the 
furring strip. The result is paneling 
which is firmly installed with cement- 
ing and yet unmarred by nail holes 
in the face of the wood. Aetna Ply- 
wood & Veneer Co., Dept. AL, 1731 
Elston Ave., Chicago 22, Ill. 


Circle No. 202 on Coupon, page 88, 
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Neptunite Satin Finish 


Neptunite Satin Finish Varnish com- 
bines the clarity, scratch and mar-re- 
sistance of spar and gloss varnishes 
with the rich, “hand-rubbed” look of 
fine furniture finishes, it is said. Nep- 
tunite Satin Finish Varnish is almost 
crystal clear and doesn’t cloud or settle 
in the container, says manufacturer. 
It resists beverages, fruit juices and 
alcohol and won’t scratch white; it con- 
tains no soaps or wax and can be used 
over blond and pastel colors without 
discoloration, maker says. The Lowe 
Brothers Co., Dept. AL, 424 E. Third 
St., Dayton 2, Ohio. 


Circle No. 203 on Coupon, page 88. 


Bathroom Fan and Light 


A combination fixture provides both 
ventilation and illumination for bath- 
rooms. The unit also is suitable for use 
in small kitchens. Use of this new 
2-in-1 unit greatly reduces initial ex- 
penses and labor costs, resulting in 
savings for both builder and home 
buyer, manufacturer says. Ventilation 
is provided by a 6” pressure blower 
blade and heavy duty moisture-resist- 
ant motor and is designed to operate 
quietly and efficiently. Two concave 
glass diffuser lenses insure even, glare- 
free light from the unit’s two 60-watt 
bulbs. Berns Air King Corp., Dept. AL, 
3050 N. Rockwell St., Chicago 18, III. 


Cirele No. 204 on Coupon, page 88. 


Lever Jaw Wrenches 


With 25 models to choose from, three 
complete lines of lever jaw wrenches 
designed to cover every wrench need 
are now available from Metal Engi- 
neering Co. The three lines include 
a new Economy line known as Handy- 
man, the Standard Release Handle 
De Luxe Lever Jaw and the patented 
E-Z Action Release Handle Lever Jaw 
Wrenches. The new enlarged line fea- 
tures five new models with built-in 
wire cutters. It includes 6%” curved 
jaw and 10” straight jaw, plier jaw, 
curved jaw, pipe-and-tube jaw and uni- 
versal types. The new plier jaw models 
combine conventional pliers with the 
extra benefits of lever jaw construc- 
tion. Metal Engineering Co., Dept. 
AL, 134 N. LaSalle St., Chicago 2, Il. 


Circle No. 205 on Coupon, page 88, 


Redesigned Saw Line 


A complete redesign of its line of 
portable electric saws is announced 
by Black & Decker, which will in- 
crease each saw’s power, safety and 
handling ease. In addition to the No. 
63 Saw introduced last year, the line 
now includes the new 73, 83 and 93 
heavy-duty saws. Features of the new 
saws include up to 25% more power 
than previous models, greater cutting 
speed, switch guard to prevent acci- 
dental tripping of the instant release 
trigger switch, line of cut visible at 
all times. The Black & Decker Mfg. 
Co., Dept. AL, Towson 4, Md. 


Circle No. 206 on Coupon, page 88. 
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Cela-Cor Cabinet Fronts 


Cela-Cor is a skin stressed honey- 
comb sandwich material, which is 
made up into fronts for cabinets, par- 
ticularly kitchen cabinets. These pan- 
els are all plastic. Panels are usually 
%” thick, the faces and backs are 
1/16” thick Melamine plastic sheets, 
between these is the phenolic treated 
Kraft honeycomb core. The edges of 
panels are banded with a 2” wide hard- 
wood strip, for finishing and for screw 
holding. The face panel has a photo- 
true authentic wood-grain pattern in a 
satin finish. Available in a wide range 
of sizes and in six different satin wood- 
grained finishes, Cela-Cor panels are 
prefinished to exact size ready to in- 
stall. The G. D. Martin Co., Dept. AL, 
P. O. Box 579, Olympia, Wash. 


Circle No. 207 on Coupon, page 88, 


Lazy Susan Picnic Table 


The new Hexagon Lazy Susan Pic- 
nic Table is a 30” high table with a 
revolving server in its center 32” 
in diameter for the placement of food 
and dishes. Attached 17” high seats 
accommodate 12 persons comfortably. 
It occupies an area less than 8 square 

(continued on page 74) 
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~. Look what happens when 
BPS VINY-BOND moves 


Write Now! Get facts about 
“Colors on Parade”. .. proved the 
industry's top-profit-producing mer- 
chandising plan that's tailored right 
to your store. Dealers report sales UP 
as much as 40%. Unique and exclu- 
sive way to sell BPS. Adds real 
sales wallop. 


Dave Garroway 


sells 
PAINTS 
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@ viny-sonp SENDS PAINT SALES SOARING! 


Great things are in store for you with this new customer-pleasing 
vinyl-latex wall finish—BPS VINY-BOND. 


Nothing like its quality and ease of application! Colors are the 
finest! It’s a sales winner that really sells . . . boosts the entire 
BPS line . . . builds your store prestige and sales. 


BPS VINY-BOND—the new star in the star-studded family of 
top-quality BPS Paint Products. 


The PATTERSON-SARGENT Co. 


1325 E. 38th St. | 420 Lexington Ave. 
CLEVELAND 14, OHIO NEW YORK 17,N. Y. 
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NEW PRODUCTS 
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feet. The server revolves on a bronze 
bearing. It is made of %” plywood. 
The stationary table top is made of 
1” x 8” white pine. The seats are 
supported by sturdily braced 1%” 
steel tubing finished in a high baked 
green enamel. Midwest ships the 
table complete with all parts, ready 
for assembly. Midwest Metal Stamp- 
ing Co., Dept. AL, Kellogg, Iowa. 
Circle No. 208 on Coupon, page 88. 
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Paint Burning Kit 

A paint burning kit said to provide 
the easiest, fastest way to remove all 
checked, blistered or old paint or var- 
nish is announced. The kit includes a 


regular all-brass Turner propane 
torch, a standard size fuel tank and 
flame spreader attachment. By open- 
ing the single valve and holding a 
match or lighter to the end of the 
nozzle, the unit is ready for use. When 
the valve is closed, the flame is in- 
stantly extinguished. Another use for 
the torch is that of “antiquing” furni- 
ture. Turner Brass Works, Dept. AL, 
Sycamore, III. 
Circle No. 209 on Coupon, page 88. 


Oiled-for-Life Door Latch 


A new knob type door latch equipped 
with Bronze Oilite bearings assures 
long life and maintenance free service, 
says manufacturer. Designed especial- 
ly for aluminum and other combination 
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storm and screen doors, the new Ideal 
“A” series Knob Latch has a floating 
heat-treated hexagon spindle support- 
ed on either end by an Oilite Bearing. 
The latch is installed by using two 
through-bolts. Key locking can be pro- 
vided by a simple conversion before or 
after the latch is installed in the door. 
Only three 4%” holes are needed for 
mounting. Ideal Brass Works, Inc., 
Dept. AL, 250 E. 5th St., St. Paul 1, 
Minn. 
Cirele No. 210 on Coupon, page 88. 


Heavy-Duty Shakertown Stain 


New heavy-duty Shakertown Stain 
is said to give full coverage with one 
brush coat. Perma Shakertown Stain 
comes in 12 decorator colors from gay, 
light tones to conservative deep colors. 
Because of its high quality pigments 
and oils, it is said to give thorough 
coverage even when a lighter color is 
laid over a previously darker-stained 
surface. Shakertown mobile self-dis- 
pensing display and banners are avail- 
able for in-store merchandising. Other 
sales aids include an advertising mat 
service and stain color guides. The 
Perma Products Co., Dept. AL, 20310 
Kinsman Road, Cleveland 22, Ohio. 

Cirele No, 211 on Coupon, page 88. 


Lintels for Brick & Blockwork 


Easily installed, Gabriel steel lintels 
save on labor costs and offer many 
other advantages over ordinary angles, 
says manufacturer. Roll formed ribbed 
construction provides engineered 
strength with less weight and allows 
proper space for uniform, solid mortar 
bed, it is said. Snug seating is obtained 
without chipping off brick corners. Lin- 
tel lies flat at both ends. Made of heavy 
gauge roll-formed steel, Gabriel lintels 
are precut in standard lengths for on- 
the-job use. Gabriel Steel Co., Dept. 
AL, 13700 Sherwood Ave., Detroit 12, 
Mich. 


Circle No. 213 on Coupon, page 88. 
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Skin Packaged Hooks 


Hook board hooks for hang-up jobs 
in closets, bathroom, kitchen, garage 
and workshop are now available. The 
new line of skin packaged hooks is 
designed for easy visual selection and 
selling. Hookrite Products Corp., Dept. 
AL, 49 Empire St., Newark 5, N. J. 


Circle No. 212 on Coupon, page 88. 


Bilt-In Model "400" 


DeVac, Inc., announces a self-stor- 
ing aluminum combination storm and 
screen unit, known as the Bilt-In 
Model “400”, which can be inserted by 
millwork manufacturers in standard 
wood surround frames. The Bilt-In 
“400” has no metal-to-metal contact on 
its sliding sash. Vinyl tracks on each 
side and a viny] guide strip at the top 
of the lower sash provide a free and 
easy movement of sash and screen, 
yet hold all units securely in place, it 
is said. The Bilt-In “400”, consisting 
of two glazed sash units and one 
screen unit, plus necessary hardware, 
is supplied in kit form. DeVac, Inc., 
Dept. AL, 5900 Wayzata Blvd., Min- 
neapolis, Minn. 

Circle No. 214 on Coupon, page 88. 


Workbench Vises 


New Milwaukee Red Giant work- 
bench vises are setting a new design 
trend, having been styled by a leading 
industrial designer. Designed especial- 
ly for home workshop hobbyists, fea- 
tures include: accurately machined, 
rugged vise screws; replaceable face 
jaws, large anvil surface; pipe jaws; 
180° swivel. The Red Giants are avail- 
able in two models; No. 807 with 4” 
jaws and No, 808 with 5” jaws. There 


(continued on page 76) 
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" cae Redesigned Roof Ventilator 
NEW PRODUCTS Now redesigned to give 40% more 
(begins on page 72) free area, the 405 and 505 series have 
been streamlined, says manufacturer. 
The new 405 (aluminum) and 6505 
(galvanized steel) now have 52 square 
inches of net free area. The smaller 
405-A and 505-A have 42 square 
inches, Their attractive, low styling 
blends with any roof line. Featured is 
the one piece base with upward sweep 
at collar attachment, plus Rol-Lock 
seam joining the collar with base. An 
effective weather baffle keeps out rain 
and snow. Leigh Building Products 
Div., Air Control Products, Inc., Dept. 
AL, Coopersville, Mich. 


Circle No. 217 on Coupon, page 88. 


MANUFACTURERS 
WHOLESALERS 





and allied 


species 


are six additional models in the Mil- 
waukee line in addition to the two Red 
Giants. Milwaukee Tool & Equipment 
Co., Dept. AL, 2773 S. 29th St., Mil- 
waukee, Wis. 

Circle No, 215 on Coupon, page 88. 
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I:..,, Awning & Canopy Kits 
™ - : Barclite recently unveiled a new kd 


. awning and canopy line. The new kits 
Color Accent Window Sash include four different styles of brack- 
ets, finely wrought of heavy gauge 
aluminum, dip-coated for added serv- 
dramatically frame store fronts and ice. All necessary hardware is includ- 
show windows. Known as Color Ac- ed. Barclite fiberglass panels are cut 
cent, the new sash features a one-inch to size in 24” corrugation and step- 
color strip that is easily inserted into down shapes and are part of the com- 
a specially designed groove running plete package. The panels are avail- 
along the sash facing. Interchangeable able In three colors—Lanai Green, 
strips, made of durable vinyl laminat- Lanai White and Lanai Yellow. Barc- 
ed to an aluminum backing, come in lite Corp. of America, Dept. AL, Bar- 
three modern decorator colors. Kaw- clay Bldg., New York 51, N. Y. 
neer Co., Dept. AL, Niles, Mich. Circle No. 218 on Coupon, page 88. 
(continued on page 84) 


Quality Merchandise 
Personalized Service 


MOULDING PLANTS AT: 
@ Ktomoth Falls, Oregon 
@ Redding, California 
REPRESENTING: 
@ White Swon Lumber Co. 
White Swan, Washington 


@ Heppner Pine Mills, Inc. 
Hepprer, Oregon 


@ High Sierra Pine Mills, Inc. 
Oroviite, California 


MAIN OFFICE: 
855 Senta Cruz Avenue 
MENLO PARK, CALIFORNIA 


A striking new aluminum window 
sash incorporates a band of color to 
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Call or 


write What's Your Answer? 


(Answers on page 80) 


TODAY . What dual role is successfully played by Glenn Barr, Manchester, Iowa, 
. . o»? 

We know you will lumber deale as . . P 
be weil pleased . Which builders kit provides a carpenter with a shop he can carry to 
with our service. the job to make his door hanging easier, faster and better? 
How does the Triboro Building Supply Corp. provide contractor cus- 
tomers with a “bonus” saving in material handling? 
What steel strapping system enabled the E. A. Stewart Lumber Co. to 
cut handling time by 80% and increase storage space by 60%? 
What three low-cost shelters can be put to good use for mechanical 
handling storage? 
What new kind of siding is made in long lengths only and eliminates 
the cost of handling short pieces of siding? 
How may you win $5 for your worst mistake and what you did to 
correct it? 


. Why will King Cotten’s new Rope Rack make your rope sales a fast, 
easy job? 
. Describe the dolly developed by yard foreman C. A. Clark to speed 


truck turn-around time on gypsum lath jobs? 





. What is one of the most needful uses for Orangeburg pipe by home- 
Incorporated owners and farmers? 
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E-Z Climb Hand Truck 


A new Ogborn E-Z Climb hand truck 
is a two-wheel, all-welded hand truck 
used to carry case goods, cartons, 
drums, ete. Capable of moving loads 
up to 600 pounds, the E-Z Climb is 
equipped with two rocker arms which 
act like an extra pair of wheels, thus 
eliminates skidding and dragging loads 
up and down curbs and stairs, says 
manufacturer. The E-Z Climb is avail- 
able in four models in either steel or 
aluminum, with semi-pneumatic or 
pneumatic tires and in six modern at- 
tractive colors. Bimba Hardware & 
Mfg. Co., Dept. AL, 101 Main St., 
Monee, Ill. 


Circle No. 219 on Coupon, page 88. 


Portable Storage Section 


Open-end steel bins, which can be 
stacked to provide a portable storage 
section for paper, plastics and build- 
ing supplies, are available. Made of 
corrugated steel, the U-shaped bins are 
accessible from either end for loading 
or unloading and can be moved and 
stacked in any available area in mill 
or plant. Bins are 36” high, 36” wide 
and 52” deep, but can be made to any 
specified dimensions. Further rein- 
forcement comes from steel tie rods 
at the front and back, which run from 
side to side. Special foot brackets make 
for easy tiering. Pressed Steel Div., 
Republic Steel Corp., Dept. AL, 6100 
Truscon Ave., Cleveland 27, Ohio. 

Circle No. 220 on Coupon, page 88, 
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deck with rounded corners and an ad- 
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Hand Trucks & Dock Boards 


Embodying a number of new con- 
struction features to make the han- 
dling of materials easier, Met-L-Ite 
hand trucks have a formed aluminum easier approaches. Met-L-Ite hand 
trucks are available in standard sizes 
widths from 24” to 40” and lengths 36” 
to 72” with capacities to 2,000 pounds. 
Voltz Brothers, Inc., Dept. AL, 2508 
Indiana Ave., Chicago 16, III. 


Circle No. 221 on Coupon, page 88. 


justable wheelbase for a short or long 
turning radius. This radius adjustment 
permits the truck to turn on its own 
axis. The dock boards feature safety 
tread plate, rounded extruded curbings 


with hand grips; beveled edges fo1 (continued on page 78) 


Makes TW&J 
A Dependable 
Source of 
Well Manufactured, 
Seasoned and Graded 
Lumber and 
Lumber Products 


** Mr. Q.C.(Quality Control) is our name 


for Lee Moffett one of the best informed 
Quality Control men in the lumber 
industry. By rigid inspection of mill 
production, grading and shipping 
TW&J assures customers uniform 
quality in lumber and lumber products. 


In Addition 


TW&J's BALANCED LUMBER SERVICE 
includes the procurement and distribution 
of all West Coast lumber products to give 
the trade true ONE CALL service. 


TarTerR.WEBSTER & JOHNSON. INC. 


P.O. BOX 3498 Kam 
San Francisco 19, California @ 
a Ag 


PRospect 6-4200 Teletype SF 211 
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Framing with TRIP-L-GRIP 
Framing Anchors is 
Economical 

Easy 

Accurate . 


USE FOR 
JOIST 
HANGERS 


Eliminate Noiching — Ledger Strips 
—Strap Hangers—Shimming — Floor 
and Ceiling Joists are Leveled. 


one size fits joists from 
a” 2 a” tw 2” x 12" 


USE FOR 
ROOF 
FRAMING 


Securely anchors rafters to plate — 
ties roof down against uplifting 
winds—automatically spaces trusses 
— eliminates toe-nailing. 


SEND TODAY For Free Booklets 
Descriptive and technical data on the 
uses of Trip-l-Grips as joist hangers 
and for roof framing. 


TIMBER ENGINEERING CO. 
1319 18th Street, N.W. 
Washington 6, D. C. 

Please send me FREE copy of booklets 
“Trip-L-Grip Framing Anchors as Joist 
Hangers” and “For Stronger Joists in 
Roof Framing.” 


Address 


City, Zone, State 
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Electric Hydraulic Lifts 


Low cost, electrically operated hy- 
draulic lifts have been added to tl 
of Crown E-Z Lifts. Powere?! by : 
efficient, 12-volt electrical sy tem wich 

built-in battery charger that oper- 
ates from 110 volts, the new Crown 
E-Z Lift Model BL1250-56 will raise 
leads up to 1,250 pounds to any pcint 
up to 56” above the floor, manufac- 
turer says. Model BL1250-66 (not 
shown) will lift loads up to 1,250 
pounds to any point up to 66” above 
the floor. Model BL-1000-76 will rai 
loads up to 1,000 pounds to any point 
up to 76” above the floor. Other f2a- 
tures are automatic protection against 
overloads, roller bearing equipped 
wheels, positive-action dual foot 
brakes. Crown Controls Co., Inc., Dept. 
AL, New Bremen, Ohio. 
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Drum Dolly 


A new drum dolly to convert 55-gal- 
lon drums to economical mobile con- 
tainers is announced. The Witt Drum 
Dolly, which is hot-dip galvanized 
efter fabrication for positive rust re- 
sistance, facilitates the handling of 
drums, both indoors and outdoors. It 
accommodates drums having an od. 
up to 25” and has a capacity of 600 
pounds. The drum dolly is fabricated 
of %”x2%” strip steel and has been 
designed to hold the drum safely in 
place at all times. Malleable iron su»- 
ports hold the four stem-type ba'l- 
bearing casters, which are available 
with heavy-duty 3” iron or rubber 
wheels. The Witt Cornice Co., Dept. 
AL, 2121 Winchell Ave., Cincinnati 14, 
Ohio. 
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Yale Zephyr Hand Truck 


Capable of handling loads up to 
1,000 pounds, the lightweight Yale 
Zephyr hand truck is gaining fast ac- 
ceptance as an answer to the cumber- 
some methods of handling building 
supplies with a wheelbarrow, maker 
says. The secret to its usefulness in 
the speeding of building supply han- 
dling lies in the palletizing or packag- 
ing of bricks, cement blocks, tile and 
the like, it is said. On a pallet or ina 
banded, self-sufficient package, which 
tands on its own usable runners, more 
than 250 bricks can be delivered to a 
bricklayer at his construction station 
at one time on the platform of a hand 
lift truck, it is said. The Yale & Towne 
Mfg. Co., Dept. AL, 11000 Roosev "!t 
3lvd., Philadelphia 15, Penna. 
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Single Stroke Lift Truck 
Lift Trucks believed in safety first 
when the firm designed its Red Arrow 
single stroke lift truck. The Red Arrow 
hand lift trucks, through their exclu- 
ive engagement and disengagement 
handle, have eliminated the worries of 
the so-called “flying handle’ in the 
!and lift trucks, maker says. No spe- 
cial push rods, levers, or extra foot 
pedals are necessary; entire lifting 
mechanism and safety device is con- 
trolled in the lifting arm, it is said. 
3ulletin RA and the seven features 
which are important to you in the se- 
lection of a hand lift truck may be 
obtained by writing Lift Trucks, Inc., 
Dept. AL, Station B, Cincinnati 14, 
Ohio. 
Circle No. 227 on Coupon, page 88. 
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WROUGHT 
IRON LEGS 


Tapered all steel brass * 
finish, rust resistant. ~* 
Made in 5 popular 
sizes, automatic self- 
leveling glide, tilts, 
swivels, adjusts to 
straight 


...made of genuine | 
hardwood beautifully . 
tapered, in 8 popular . 
- sizes from 32” to 28”. . 
Swivel glide or solid . 
brass ferrule, . 


easily attached, available : 


zs STEEL BRACKET . STEEL BRACKET. copper finish 
for straight or flare style . for straight or flare style. 


Gracefully tapered of 


: * Hairpin leg made of 

: QO NEW - heavy steel in 5 sizes, 
° YL “ 

: * in black, brass or 


BED SPRING [a : BG «.: 
LEGS ; SPACERS : 


BRACKETS 
SHELF 


Heavy duty wrougnt 
iron for shelves, 
doorways, flower 
boxes and signs 


Revolutionary new way 

to bui'd bookcases, room ° 
dividers, step tables 

and shelves. Made 

in two sizes of 


genuine hardwood genuine hardwood. 


Patented steel clamp 


converts any coil or 
flat spring into a 


Hollywood bed. 7” in 


height comes in 
mahogany, blond or 
unfinished. 


CATALOG 


DENNIX PRODUCTS CO. 


DEPT. 557 32-04 DOWNING STREET - 





FLUSHING 54, NEW YORK 








Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 22 Million feet for past half century under exacting 
Forest Management Plan without depletion. 


HARDWOODS — WHITE PINE — HEMLOCK 
DEFEND YOUR TRADE WITH 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 





Air-dried QUALITY LUMBER  Kiln-dried 
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\ 
ROLL-OFF 


|| 
y Ih 


Compicte 
Beds Shipped 
KD. Easy 
Assembly & 


7 


Mounting 
. 
Write, wire, phone for 
Catalog ond Prices 


The R-B Company 


1921 Guinotte, Kansas City 20, Mo. ] 


eee cree eee eS SS ES eS —_ 


Circle No. 44 on Coupon, page 88 


Unload a Load 
or Half Load at a Time 
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67 


a TUS) 
4a 
THE 
RELIABLE 
SOURCE 


a 


ze) 
QUALITY 
LUMBER 


For 67 years Ellingson has 
been delivering satisfaction 
to buyers of 

@ Ponderosa Pine 

® Douglas Fir 

@ White Fir 





/ ELLINGSON 
LUMBER COMPANY 


Klamath Falls, 
Oregon 
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NEW EQUIPMENT 


(begins on page 77) 








Platform Truck Kit 


Low cost, ease of assembly and ver- 
satility are features of a new platform 
kit. Because all the parts except the 
platform are included in the kit, the 
buyer has his choice of platform size 
and material to meet his needs. Spe- 
cial tools or skills are not needed to 
turn a piece of plywood, pressed fiber- 
board or composition board into a 
handy materials handling unit, maker 
says. Kit contains two sturdy ball-bear- 
ing race swivel casters, two matching 
rigid casters, handle attachment brack- 
ets, tubular steel handle, attachment 
hardware and assembly instructions. 
Milwaukee Truck Co., Dept. AL-200, 
250 N. 12th St., Milwaukee 3, Wis. 
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Portable Elevating Trucks 


In addition to the fork and platform 
elevating trucks, the newly redesigned 
Safety Line includes drum stackers 
and straddle models. Maximum loads 





What's Your Answer? 
(Questions on page 76) 


1. He sells both legal advice and lum- 
ber. See article, page 64. 


. Stanley Builders Kit. See ad, page 


3. By delivering brick, sand, gravel 
and cinders in corrugated con- 
tainers. See article, page 40. 


. USS Gerrard Steel Strapping. See 
ad, page 51. 

.(1) Umbrella shelter, (2) “A” 
frame rack and (3) “eyebrows” on 
regular sheds. See article page 48. 

3. Insulite Primed Siding. See ad, 
pages 10-11. 

. American Lumberman will pay $5 
for each such item published. See 
editorial, page 34. 


3. Spool set-up lets you sell any 
length and the most popular rope 
sizes are at your fingertips. See ad, 
inside front cover. 

9.It is made of welded steel angle 
with 6” casters attached to the 
angle-frame. One caster swivels; 
others are fixed. See article, page 
42. 


. Downspout run-off lines. See ad, 
page 4 


range from 1,000 pounds for the pedal- 
operated models to 1,500 pounds for 
the battery-powered type. Standard 
models lift as high as 96”. Every effort 
has been made to make these trucks 
rugged, dependable, easily handled and 
safe, manufacturer says. A new cata- 
log, HE-56, describing the line, is 
available. American Pulley Co., Dept. 
AL, 4200 Wissahickon Ave., Philadel- 
phia 29, Penna. 
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The E-Z Loader 


A new, motorized hand truck, called 
the E-Z Loader, permits rapid loading, 
unloading and short-range transport of 
bulky objects weighing up to 1,000 
pounds, manufacturer says. The E-Z 
Loader has three speeds forward, one 
for reverse and is equipped with heavy- 
duty transmission. Frame is welded, 
square tubular steel, powered by a 2 
hp Continental gas engine, with dou- 
ble positive clutch and finger-tip safety 
brake control. Both wheels are powered 
for traction on uneven terrain. Speed 
range is up to 4 mph. Walco Supply, 
Dept. AL, Box 652, Glendora, Calif. 


Circle No. 229 on Coupon, page 88, 


Touch-Master Typewriter 


Developed by a team of physicists, 
the Touch-Master typewriter is de- 
signed to ease the typist’s work load. 
Underwood researchers found that a 
typist uses enough energy at her ma- 
chine each day to lift one ton a foot 
in the air. Major design changes in 
the Underwood Touch-Master save her 
350 foot-pounds of energy in an aver- 
age typing day, the equivalent of lift- 
ing a 35-pound typewriter a foot off 
her desk 10 times a day, manufacturer 
says. Underwood Corp., Dept. AL, 1 
Park Ave., New York 16, N. Y. 


Circle No. 230 on Coupon, page 88, 
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medium to higher priced homes, the 
Grafi-Core plan book combines four 
sets of one-story and one split-level 
set of home combinations. The choice 
of home size can range from 1300 sq. 
ft. to 2700 sq. ft. for the single- 
story types and up to 2600 sq. ft. for 
the split-level series, manufacturer 
states. The Independent Lumber Co., 
Dept. AL, 19620 Nottingham Rd., 

Cleveland 10, Ohio. 

Circle No. 233 on Coupon, page 88. 

(continued on page 82) 

Tell ‘n’ Sell Jr. 

Yardley Plastics Co. announces a 
new family of merchandising aids that 
include: A combination floor display 
and plastic pipe dispensing reel that 
takes up only six square feet of floor 
space; a new plastic fittings counter 
display that holds a complete line of 
Yardley’s high-impact fittings of Sty- 
rene or nylon, and new advertising 
materials, including a large colorful 
banner for window or wall, mailing 
pieces, stuffers, ad mats and electric 
signs. The new floor display is called 
Tell ’n’ Sell Jr. This single-reel dis- 
play dispenser has an eye-catching 
target sales message printed in bright 
colors. Yardley Plastics Co., Dept. AL, 
Columbus 6, Ohio. 
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Toolkraft Display Stands 
Two compact display stands, Mod- a e a . 
els No. 1455 and No, 1456, are offered Then make it Western White Spruce 
by the manufacturer to bolster the 
sales of its Darra-James power tools. | from ALBERTA, Canada. 
Mounted on a steel display stand, 
— bie ig ge es agg age five There’s nothing slicker for putting on a good front 
~ etagesiccnge Me gp sie nt bac te | than Western White Spruce. Easy to handle, clean, 


‘ saw, 12” dri ‘ess, 914” be : 7 Thi . k , 
aa iF th aes ae eee free from pitch, Western White Spruce takes any 
56 is eauipped wi ‘finish—handsomely. New construction . . . schools 
Model No. 1456 is equipped with the a , ae 
same tools with the exception of the .. . housing . . . remodelling and additions oo 
belt-dise sander, which is replaced by faster, sounder with Western White Spruce. Fast 
a 4%” jointer. Toolkraft Corp., Dept. delivery scheduled to any point in the United States. 
AL, Plainfield St., Springfield, Mass. 
Circle No, 232 on Coupon, page 88. 
Home Plan Picture Book FOREST ' ALBERTA FOREST PRODUCTS ASS'N. 
CANADA PERMANENT BUILDING 
A loose-leaf 22”x34” home plan pic- PRODUCTS i 10126 - 100 STREET, EDMONTON 
ture book developed for the makers of ’ ‘ ALBERTA, CANADA 
Heritage Pre-Craft Homes adds an un- ASS’N. © PARE BOOKLET O00 USES OF Westen 
usual note of flexibility to prefab house CANADA PERMANENT BUILDING a : 
selling. The buyer can select a floor , ata ctiaieaiee 
plan and elevation most suited to his 10126 - 100 STREET, EDMONTON = 
taste and pocketbook from about 4,000 ALBERTA, CANADA 
variations of five basic home styles. 
Planned for the buyer interested in 


+ ADDRESS 
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SALES AIDS 


(begins on page 81) 
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AMEROCK DEALER DISPLAYS 
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Amercck Dealer Displays 


Thirty-one different displays of cab- 
inet hardware are illustrated in Am- 
erock’s new No. 104 Catalog of Dealer 
Displays. It is designed to assist every 
Amerock dealer in having the right 
kind of display for any store arrange- 


“Easy-Up" Carton 
The Savogran Co. is introducing a 
new combination shipping carton and 
counter display for its shipments of 
Savogran Strypeeze and Kwikeeze. 
The new “Easy-Up” carton takes only 
27 square inches of counter space, yet 
it holds a dozen pints of Strypeeze or 
Kwikeeze. Simple to unpack .. . just 
flip the lid and it’s open. This new car- 
ton is designed to serve as a point-of- 
sale piece and as a self-service display 
rack as well as a shipping container. 
The Savogran Co., Dept. AL, 25 
Huntington Ave., Boston, Mass. 
Circle No. 234 on Coupon, page 88. 


Lever Jaw Wrenches 


and spotlights its extra-powerful 
leverage that twists, bends, pulls, 
clamps, turns, grips and cuts. Illus- 
trations on three sides of the carton 
show the tool’s many convenient uses. 
The merchandiser holds six individ- 
ually packaged de luxe Lever Jaw 
Wrenches, in either standard or pat- 
ented E-Z Action release handle num- 
bers. Metal Engineering Co., Dept. 
AL, 134 N. LaSa'le St., Chicago 2, Il. 
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Visual Packaging for Bits 

For open-counter and peg-board dis- 
play, or self-service selling, new visual 
packaging brings the expansive bit out 
of hiding. The manufacturer has cov- 
ered the box base with a heavy gauge, 
non-warping plastic sleeve. C ustomers 
now can see the tool, which, with its 
extra cutter, will bore as many sizes 
of holes as thirty-odd individual bits, 
says maker. The new packaging is fur- 
-sized 


A compact, colorful display carton 
to stimulate extra impulse sales of 
Lever Jaw Wrenches is_ available. 
and the sale of this extra hardware Measuring only 11” x 6” x 3”, the car- 
returns dealer’s ful] investment. Am- ton’s die-cut top forms a billboard dis- lev 
erock Corp., Dept. AL, Rockford, III. play that illustrates the lever jaw . 

Circle No. 222 on Coupon, page 88. contruction of this versatile wrench 


MAKES (~ 3 
_OLD WALLS 


WORKS LIKE 


SELLS LIKE MAGIC 
Tamms SILA-TEX 


n> Gall a; 


nished with both small and large 
Connecticut Valley expansive bits, also 
with Wright Patent expansive bits, in 
large and small sizes. Connecticut Val- 
Mfg. Co., Dept. AL, Centerbrook, 


Conn. 
Circle No. 236 on Coupon, page 88.. 


ment, any department, or any on-the- 
job use. All Amerock displays are 
shipped with extra hardware for resale 




















PERFECT CHOICE FOR 
LUMBER YARDS 
and SMALL SHOPS! 


A MEDIUM size, wedge-adjusted planer 
which is widely used in nearly all 

phases of the wood-working industry. 

Equipped with sectional feed roll, sec- 

tional chip-breaker and four driven 

rolls which permit planing pieces of 

varying thickness without danger of 

kick-back. Has built-in knife 

grinder, variable speed, in- 

stantaneous control of lower 

rolls, instantaneous mi- 

crometer control of 

pressure bar, shearing 

bar and other 

highly desirable 

features. Sturdy, 

semi-steel cast 


1 coat seals, covers cracks, repairs, renews, 
redecorates fast and easy, at low cost! 
Your customers will love the way 
SILA-TEX transforms broken, 
shabby walls into smart, modern 
NEW WALLS with wide variety | frame. Capacity: 
of interesting textures. Anybody etase Fae | 24", 26" of 30" x 
> 4 . ° | 8". A real pre- 
can do a professional job with this | den, oosieiins 
magic-worker that’s so easy to use machine at mod- 
...1In WHITE and 10 SMART erate price. Write 
COLORS. Dries fast, stays hand- for descriptive 
some. Small investment serves this a 
big-profit, easy market for you. 
Handy 5-lb. pkgs. and economical 25-lb. bags. 
Write for details, prices, giant sales kit. 


Ideal for: 
SMOOTH PLASTER 
PAINTED WALLS 
WALLPAPER 
FIBRE BOARD 


ond all 

WALL BOARDS 
MACHINE WORKS 

238 EIGHTH ST., HOLLAND, MICHIGAN 


Tamms INDUSTRIES, 


Chicago 1, Illinois 


INC. 





228 North La Salle Street 
Circle No. 46 on Coupon, page 88. 
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American Lumberman announces its first annual 


HOME MERCHANDISING CONTEST 


HOME MERCHANDISING at Southport Lumber Co., Southport, Ind., revolves 
about a recently launched Lu-Re-Co panel house program. Above, right, 
salesman Bob Alspaugh explains the plan to builder Harold Nibarger. 


This brand new contest is right up the 
alley of the dealer who believes and can 
prove that there’s more to getting business 
than a cut price. 

All over America more dealers each 
month are discovering new methods of get- 
ting and re taining new home business at a 
profit for themselves and the contractor- 
builder. American Lumberman’s new con- 
test is quite simple . . . completely con- 
structive. 

Here are just a few of the methods now 
being used by progressive dealers in cooper- 
ation with new home customers. It indi- 
cates what we are looking for and will heip 
plan your entry. 

improved home building techniques, using 


Lu-Re-Co or other methods that contractors and 
consumers find to their advantage. 


all phases of promotion of new homes with 
the dealer playing a key selling role. This in- 
cludes advertising, open houses, special events 
of all kinds. The end result being the creation of 
home sales by the dealer with the contractor 
doing what he does best—supplying the crews, 
sub-contracts and labor supervision on the job. 


© promotion of homes within the store itself, 


including displays, photos of cooperating con- 
tractors homes, planning centers and merchan- 
dising of the estimating department, architec- 
tural plan services, etc. 


* methods for keeping contractors happy 


and cooperative under the dealer control of the 
sale of the new home to the consumer. 


BUILDING PRODUCTS MERCHANDISER 


Awards worth winning! 


First prize in the contest is transportation 
for two to the National Retail Lumber Deal- 
ers Association exposition, November 4-7, at 
Philadelphia. In addition, $100 will be given 
the lucky dealer for expense money. 

Honorable mention plaques will be 
awarded to 12 runner-ups in the contest. 

Award winners in most cases will be fea- 
tured in future issues of American Lumber- 
man. All entries that do not win will be care- 
fully evaluated and, if published, each deal- 
er will be paid regular space rates for his 
e ntry. 


Entering the contest is simple: 


Just write us describing your new 1957 
methods for securing new house sale vol- 
ume. The list given is just a guidepost and 
you may have additional ideas now being 
used successfully. 

The contest begins May 1, 1957, and 
closes October 1, 1957. 
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NEW PRODUCTS 


(begins on page 72) 





Farm Roofing & Siding 

A new All-Purpose farm roofing and siding is announced 
by Reynolds Metals Co. The new All-Purpose corrugated 
sheet features increased strength and greater width— 
5113”. The new sheet provides four-foot net coverage, can 
be installed on two-foot purlins and yet resists high winds 
and heavy snow loads, it is said. It comes in lengths from 
6’ to 12’ and has an embossed finish. Reynolds is discon- 
tinuing production of its 48” sheet, but will continue to 
maze the 26” size. Reynolds Metals Co., Dept. AL, 2500 
. Third St., Louisville, Ky. 
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Improved Cement Glue 

A new and greatly improved cement glue has been de- 
veloped, which may be used whenever concrete may be 
poured and is also heat resistant, says manufacturer. 
Called Crystal Cement Glue, it is designed for bonding 
chip-proof patches on concrete driveways, sidewalks, on 
brick, stone or concrete walls, floors or stairs; for leveling 
floors, repairing damage to corners of buildings, broken 
masonry pipes, precast concrete shapes, vitreous tile, etc. 
Crystal Cement Glue furnishes a waterproof, iron bond for 
stucco and also for plaster patches, it is said. Wurdack 
Chemical Co., Dept. AL, 4977 Fyler, St. Louis, Mo. 

Circle No. 239 on Coupon, page 88. 


Shure-Set Fastening Tool 
Shure-Set is designed to fasten into concrete, mortar or 
cinder blocks. A hammer-in fastening tool, Shure-Set 
makes tough fastening jobs easy and fast for every car- 
penter, electrician and craftsman, it is said. Promotional 
materials are available. Ramset Fastening System, Dept. 
AL, 12110 Berea Road, Cleveland 11, Ohio. 
Circle No. 238 on Coupon, page 88. 





e. SELL J. NEILS 
PENTA TREATED 
POLES AND POSTS 


for Enduring Farm Construction 





Treated pole frame construction is increas- 
ingly popular for all types of farm buildings 
because it lasts longer and costs less. 

J. Neils poles are straight, strong, with uni- 
form taper. They are selected from our own 
timberlands, and treated (penta or creosote) 
in our own plant. Mixed cars can include poles 
with treated or untreated lumber. Free plans 
and erection instructions are available. Write 
for infomation. 


J. Neils Lumber Company 





MILL AND TREATING PLANT AT LIBBY, MONTANA 
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Murticolor Interior Paint 


Neo-Fleck, a new multicolored enamel for use on in- 
terior walls that is claimed to cover raw wood, plaster 
or wallboard in one application and needs no primer, is 
announced. For spray application only, Neo-Fleck pro- 
vides a total paint film as thick or thicker than two coats 
of conventional interior paints when applied by a brush, it 
is said. It consists of a special base plus Fleck Enamels, 
which are added to the base at the time the material is 
made ready for application. Packed in a compartmented 
container which separates the base from the Fleck, Neo- 
Fleck is available in 16 color combinations. U. 8S. Gypsum 
Co., Dept. 144-AL, 300 W. Adams St., Chicago 6, Ill. 
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Consumer Size of Contact Cement 


LePage’s, Inc., has introduced a new two-ounce con- 
sumer size Contact Cement. Twelve two-ounce bottles are 
packaged in an attractive counter display box. The new, 
handy two-ounce bottle with an applicator brush cap is 
designed for minor home repairs on smaller objects made 
of wood, glass, china, rubber, cloth and leather. It is 
especially useful in making or repairing fragile objects 
where clamps or pressure cannot be used, maker says. 
LePage’s, Inc., Dept. AL, Gloucester, Mass. 
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Rubbed-Effect Varnish 


A rubbed-effect varnish which produces a uniform sheen 
of satin smoothness for interior trim, doors, woodwork, 
paneling and furniture is announced by Du Pont. Called 
Dulux satin sheen varnish, it is formulated with new ma- 
terials by an entirely new process, producing an old- 
fashioned or well-aged “rubbed” effect. The odorless, fiat 
varnish has good application qualities and is superior in 
water, scratch, mar resistance and flexibility to any in- 
terior flat varnish Du Pont has yet offered, it is said. 
E, I. du Pont de Nemours & Co., Dept. AL, Wilmington, 
Dela. 

Circle No. 242 on Coupon, page 88. 
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sleds MOULDING BOOK i 
$1 


Makes it easy to select and order by number the 
patterns you want for any use. Shows over 250 
mouldings in actual size perspective, with full de- 
tail of outline, and description of dimensions, 
price and use. 

AMERICAN LUMBERMAN, INC. 
139 NO. CLARK ST., CHICAGO 2, ILL. 
Enclosed is my check in the amount of $1.00 for 
the above book. 

Name 
Address 


_City, State - 


nsulation . 


HOW TO ae HOMES AND FARM 
BUILDING 


Paul Dunham Close.......-..0...crecssevoeree 











$3.25 


Isn'tita fact that how to apply insulation is becom- 
ing a big question from more of your customers 
every year? This book, in condensed form, helps 
your sales staff supply builders, farm and home 
owners with the answers and the insulation. 204 
pages, 117 illustrations, 19 tables. 


AMERICAN LUMBERMAN, INC. 
139 NO. CLARK ST., CHICAGO 2, ILL. 


Enclosed is my check in the amount of $3.25 for 
the above book. 


Name 





Address 








City, State 


{ 
| 
| 
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Technical Data 


All-Metal Merchandisers. A new 
40-page catalog illustrating and de- 
scribing a complete new line of Viz- 
U-Bilt all-metal merchandisers is 
available. These new gondola type 
self-selection units are offered in a 
wide variety of styles, sizes and colors. 
Adjustable, perforated metal shelving, 
clip-in splicers and a complete selec- 
tion of accessories make them highly 
flexible and adaptable to all types of 
merchandise. L. A. Darling Co., Dept. 

- AL, 606 N. Matteson St., Bronson, 
Mich. 
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Protecto Log Rest, designed to as- 
sure the high-backed protection of the 
grate and yet provide the appearance 
of andirons, is fully described in a two- 
page, descriptive sheet. Made of heavy 
cast iron for greater durability, the new 
log rest protects firebox lining from 
jars of fuel replacement and direct 
contact with burning fuel. Detailed 
specifications for Superior Protecto 
Log Rest, suitable for Heatform No. 
31 to No. 42, inclusive, are included. 
Superior Fireplace Co., Dept. AL, 1708 
E. 15th St., Los Angeles 21, Calif. 
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ITERATURE 


Radial Drill Presses. A new four- 
page, photo-illustrated bulletin describ- 
ing the newly improved line of Walker- 
Turner radial drill presses is available. 
These tools permit moving of the spin- 
dle head to the work, eliminating need 
for special jigs and fixtures, it is said. 
Close-up photos and drawings are used 
to describe principal features used in 
all models of the improved line. Fea- 
tures include wide drilling range for 
full versatility, redesigned massive 
one-piece head assembly, easy-to-read 
head tilt angle scale. Walker-Turner 
Div., Rockwell Mfg. Co., Dept. AL, 400 
N. Lexington Ave., Pittsburgh 8, Pa. 
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Vizusell System. Details and prac- 
tical applications of the fast-growing 
Vizusell merchandising system are con- 
tained in a new 24-page brochure. The 
booklet graphically illustrates the 
practically unlimited design possibili- 
ties of the Vizusell system of channels 
and brackets. The brochure illustrates 
the speed with which either closed or 
open binning can be obtained and shows 
many of the manufacturer’s  store- 
tested display attachments that can be 
used with the system. Vizusell Bro- 
chure 385, L. A. Darling Co., Dept. 
32-AL, Bronson, Mich. 
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They’ve been adding on — since they started 
suggesting “Scotcn” Brand Masking Tape 
with every paint sale! 


VERSATILE! 
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Lesto 


Stapling & Tacking Equipment. The 
full line of Duo-Fast Automatic sta- 
pling and Tacking equipment for in- 
dustrial and shop use is illustrated and 
described in a new 28-page catalog. 
The easy-to-read book contains com- 
plete information and pictures of 16 
staplers and tackers, including Duo- 
Fast’s new Foot Power Stapler and 
3ench model Air Stapler and Tacker. 
A special section deals with various 
applications of the equipment. Fas- 
tener Corp., Dept. AL, 868 W. Fletcher 
St., Chicago, IIl. 
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Consumer Data 

Kitchen Maid Kitchens. A_ striking 
group of kitchens, illustrated in full 
color and portraying the manufactur- 
er’s Triple-H Kitchens line, highlight 
“Kitchen Sketchbook,” a 16-page cata- 
log now available. The book portrays 
three lines, two styles, eight finishes, 
six hardwares, three prices and 34 dif- 
ferent convenience features. Kitchens 
shown are artists’ representations cf 
Kitchen Maid’s new Hospitality, Heri- 
tage and Holiday lines. The Kitchen 
Maid Corp., Dept. AL, Andrews, Ind. 
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Trade-In Housing. Trade-in housing, 
a currently much discussed topic, is 
the subject of a new copyrighted book- 
let just published by National Gypsum 
Co. Says the company, the trade-in 
trend “has reached the point where it 
merits the serious attention of all who 
build or sell houses.” National Gypsum 
C0.. Dept. AL, 325 Delaware Ave., 
Buffalo 2, N. Y. 
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PORTABLE-HEAVY DUTY 
ELECTRIC HAND SAW 


@ SAWS LIKE A DREAM 


@ PRECISE AS A 
SWISS WATCH 


@ FINEST BALANCE 
@ LEAST VIBRATION 


+ 8 BALL AND ROLLER BEARINGS for all moving parts 


Turn it on, guide it . . . a Lesto saw will do the rest. Operat- 
ing at a rate of 2300 strokes a minute, LESTO cuts finer 
than sandpaper-smooth, reaches hard-to-get-at-places. 
RUGGED! 
The LESTO Saw has many talents. With its 20 different 
blades, it cuts hardwood, softwood, plywood, formica, 
pressboard, plastic, metal, abrasives. It’s a rip, cross-cut, 
coping, keyhole, band, scroll and jig saw—7 saws in 1! 
LESTO has a PLANETARY GEAR-—the best known mecha- 
nism to convert the rotary motion of the motor to the 


reciprocating motion of the blade. 
Service and Parts Available Nationally-SAWS ¢ DRILLS ¢ SHEARS ¢ NIBBLERS 


See Your Jobber or Write Direet. 


VICTOR J. KRIEG, Inc. 


PRECISION-MADE POWER TOOLS FOR UNSURPASSEO PERFORMANCE 


611 BROADWAY, NEW YORK 12, NEW YORK 


POWERFUL! 


Circle No. 51 on Coupon, page 8? 





Classified Advertising 


Terms — Cash With Order 
Minimum Charge $6.00 


Rates. 


1 Time —25c per word for each insertion. 
Minimum charge of $1.25 per line. 


3 Times—20c per word tor each consecutive 
insertion. Minimum charge of $1.00 
per line. 


Add $1.50 per insertion for blind ads bearing 
box number. 


No agency commission or cash discount al- 
lowed. 


All ads for classified section must be in 
Publisher's office 14 days preceding date oi 
publication. Advertisements are set in uniform 
: — style. No cuts or special borders al- 
owed. 


Replies forwarded without additional charge. 
Count five words to a line and when less 
are specified or used, regular line rate is 
charged. When answering box numbers or 
mailing copy for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 





HELP WANTED 





DETAILER AND BILLER—Large midwest archi- 
tectural millwork company has opening for two 
experienced detailers and billers qualified to 
make shop drawings for schools and churches. 
Send resume of experience, age, salary de- 
sired and availability. Excellent opportunity 
for right man. Reply Box V-20 American Lum- 
berman, Inc. 


MANAGER WANTED to take full responsibility 
for purchasing, selling, collections, and per- 
sonnel. Three yards located in Northern Illi- 
nois. Will discuss salary with bonus proposi- 
tion. State age, experience, qualifications, and 
references. An exceptional opportunity for the 
right man. Address Box V-51 American Lum- 
berman, Inc. 





Commission salesmen to sell Southern and 
western forest products on split profit basis 
exclusive territory and full protection. Gaiennie 
Lumber, Box 1774, Shreveport, La 





WANTED: Two countermen and one yard fore- 
man with fair knowledge of lumber and mill- 
work. Excellent future and generous pay for 
capable, conscientious workers. Age no barrier 
if in good health. Southeastern Michigan. Ad- 
dress Box V-61 American Lumberman, Inc. 


Sales Manager and buyer for retail lumber and 
building material dealer located in fast grow- 
ing southern Louisiana industrial area. One 
familiar with selling, collections and book- 
keeping, as well as making up estimates from 
blue prints. Preferably a man from country 
town or small city. State age, former employers 
and whether willing to work on drawing sal- 
ary and percentage of profits. Good locality, 
schools and churches. Address Box V-62 Amer- 
ican Lumberman, Inc. 


Wanted—Part-time salesman to sell Douglas 
Fir lumber for West Coast Manufacturer. Com- 
mission basis. Could be worked along with 
other lines such as Hardware, etc. Please state 
lumber experience, area travelled and refer- 
peeee Address Box V-64 American Lumberman, 
ne. 


RETAIL LUMBERMAN WANTED 


Central Florida Lumber Company wishes to 
employ man experienced in Retail Lumber and 
Building Materials who can list quantities and 
make estimates from plans, and sell to con- 
tracters. References exchanged. Address Box 
W-20 American Lumberman, Inc. 


86 





HELP WANTED 





Wanted, Lumber Salesman: West Coast Who'e- 
saler wants aggressive man, preferably pos- 
sessing previous wholesale or commission ex- 
perience. Prefer working on basis of salary 
plus commission with ultimate aim of setting 
up Eastern wholesale office. Rsply Box W-21 
American Lumberman. Inc. 


Wanted: An aggressive Manager for privately 
owned complete lumber and building material 
yard along with complete hardware in North- 
ern Illinois, 70 miles from Chicago. Must be 
Management timber and have experience as 
estimator and good general selling ability. 
Excellent opportunity with profit sharing. Ad- 
dress Box W-26 American Lumberman, Inc. 


LUMBER SALESMAN 


If you are a hard-working, aggressive man, 
25 to 50 years of age, with knowledge of lum- 
ber and a desire to sell at a good income, 
we have an excellent opportunity for you. We 
are well-known, long established wholesalers 
with choice openings for men to sell retail 
lumber dealers and industrial accounts in fol- 
lowing exclusive territories with no week-end 
travel: 


Chicago 

Joliet-Waukegan (Illinois) territory 
Minneapolis and St. Paul (Minnesota) 
Cedar Rapids, Iowa, area 


We pay split of profits with guarantee of 
salary and full expenses including car. Em- 
ployee profit-sharing trust. 


If you are already established selling lumber 
in one of these territories, and are at all un- 
happy with your present working arrangement, 
your application is particularly invited, as you 
would find our arrangement most profitable 
and our supplying mills the finest. 


Our employees know of this advertisement. In 
— confidential reply to Box W-27 American 
umberman, please outline full personal back- 
ground and work experience. 


General Manager wanted for retail lumber, 
building supplies, millwork and hardware. 
Must have ability to merchandise all lines. 
Good salary with stock option and bonus. 
Located in Northwest Ohio, civeoaliine Area. 
State qualifications and starting salary de- 
sired. Address Box W-37 American Lumber- 
man, Inc. 





SITUATIONS WANTED 





Retail lumber store manager seeks opening in 
New England area. Prefer firm heavy on con- 
sumer sales or desiring to convert to consumer 
type operation. Have sound experience. Ad- 
dress Box V-53 American Lumbermam, Inc. 


Manager retail lumber yard. College gradu- 
ate, 36, eleven years experience sales and 
management including purchasing, sales, 
finances, etc. Excellent references. Would 
consider limited investment. Address Box W-38 
American Lumberman, Inc. 


Experienced middle aged Lumberman, desires 
position with responsibility. Address Box 
W-39 American Lumberman, Inc. 


SALES EXECUTIVE AVAILABLE 
Seeks position with manufacturer of consumer 
products, who has need for Sales Executive 
with administrative and field experience in 
all phases of sales, marketing, merchandising, 
and distribution. Married, will relocate. Ad- 


dress Box W-41 American Lumberman, Inc. 


Manager: Experienced, ambitious, young man 
presently employed as manager of one-million 
dollar annual retail yard desires southern 
relocation with firm offering opportunities. 
Address Box W-40 American niemnen, Inc. 


SALES REPRESENTATIVES 
WANTED 





We are door lockset manufacturers and re- 
vamping some territories to create openings 
for capable, commissioned sales representa- 
tives selling the lumber, building material and 
hardware trade. State full details. Box W-30 
American Lumberman, Inc. 





SALES REPRESENTATIVES 
AVAILABLE 





Manufacturers representative desires volume 
line. Good lumber and building supply dealer 
and wholesaler contacts in Maryland, Dela- 
ware and D. C. Address Box V-69 American 
Lumberman, Inc. 





WANTED — RAILS 





STEEL RAILS 
16#, 20%. 25%. 30%. 354%. 404% and heavier. 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 





BUSINESSES FOR SALE 





FOR SALE 


Yard in southern Wisconsin, Rich Farming 
Community. One yard town, small investment, 
ood opportunity for owner to run himself. 
ddress Box V-59 American Lumberman, Inc. 





FOR SALE: Two busy yards—Sell one or both. 
Liberal financing to responsible party. Wonder- 
ful opportunity for ambitious, young man. 
Owner Age 74—should be retiring. Southern 
Michigan. Address Box V-74 American Lumber- 


man, inc. 


For Sale—Building Supply in thriving South 
Central Virginia town Le gy oer of 

doing business of $400,000. Address Box 
W-35 American Lumberman, Inc. 


For Sale 


Lumber yard and Hardware store, 3 trucks, 
large lot with 2 bedroom house, in fast grow- 
ing town of Apple Valley, California. Only 8 
miles from Hesperia. Price $37,500.00 includes 
trucks, land, all buildings. Would like 
$16,000.00 down plus on ogg | in yard and 
hardware. H & S Lumber, Box 457, Apple 
Valley, California. 


Well equipped millwork plant in Chicago 
metropolitan area, catering to school and 
church millwork. Good lease available. 
19,000 square feet shop and warehouse. 
Other interests make sale necessary. Write 
Box W-43 American Lumberman, Inc. 


For Sale: Diversified Hardware Business, and 
two stores for lease in Kent, Conn. Liberal 
terms arranged. Write: H. H. Taylor & Son, 
Inc., New Milford, Conn. 


For Sale or Lease, thriving salvage and sup- 
ply yard. Central Oregon, great hunting and 
fishing country. Business increased $34,000 to 
$86,000 gross in 6 years. Two new block build- 
ings, 9600 ft. fl., 300 ft. hwy. frontage. Reason 
for selling, other interest. O’Day’s Salvage & 
Supply Yard, Box 5, Bend, Oregon. 


To settle estate, closed corporation, going 
lumber and hardware established forty years. 
under same management. All best lines, clean 
stock, located in Salt Lake bon Best pay- 
roll town in state. Ample well located real 
estate for any type of operation. Parking lot. 
all churches, top schools, good discount. Ad- 
dress Box W-42 American Lumberman, Inc. 


BUSINESS OPPORTUNITIES 








LUMBER - HARDWARE CO. 
Oklahoma County seat. Est. 30 years; annual 
gross $80,00-$100.000. Complete with inv. 
bldgs. $80,000. REO, 6 W. 10th, Kgnsas City, 
Mo. 
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LUMBER & DIMENSION 
FOR SALE 





FOR SALE: North Carolina White Pine. Rough. 
surfaced or S2S&R/S. Quality Hardwood Pal- 
lets. Corinth Hardwood Cc., Box 581-A Bristol. 
Tenn. 





a good straight wall starts with 
CHENEY STUDS 


so be sure the registered Red-end trademark 
is on every stud you buy! 
CHENEY LUMBER COMPANY 
General Sales Offices: 
424 Tacoma Bldg., Tacoma 2, Washington 
Telephone FUlton 2424 Teletype 024 





USED MACHINERY FOR SALE 





TIMBER. RIPPING AND SURFACING UNIT 


. Band saw 64” Wheels, 8” saws. 
" —— Carriage, 4 blocks, 36 ft. long. 
. No. 1 Boss Timber Surfacer size 30x16”. 


ALSO 
k . re #341 Band Resaw 54” wheels. 
. Ross eater, Model 70, 5 ton. 


. Mall Chain Saw #7 (Gasoline) 
- Monarch Uni-point circular CC Saw 5 H.P. 


OFFICE EQUIPMENT 


. Burroughs Moon Hopkins Billing Machine— 
7200 special. 

. 2 Kardexes—14 drawers—cards 3x5. 

. Elliott Postal Card Printing Machine. 


Bishop Lbr. Co. NIC 2315 Elston, Chicago, IIl. 


For Sale: All steel factory built 18 foot truck 
bed roller type. Good condition and price. 


Boise City Grain Co. 
Boise City, Okla. 





8” Hermance Sticker 15 H.P. - Globe 
Electric 1750 RPM, miscellaneous 
knives for Sticker 

Hermance Rip Saw #333 - 15 H 
3600 RPM Line Start Ind. Motor 

24” Newman Planer #600 - 5 H.P 
Motor Shell Type Motor - 3600 RPM 

3 Drum Sander Berlin Machine Royal 
Invincible #12972 without motors 
Northfield 12” Jointer 

Multiplex Cut Off Saw 5 H.P. 385.00 
36” Moak Band Saw 680.00 


F.0O.B. Chicago — Subject to Prior Sale 


Call Mr. Pedersen, Chicago Fire Brick Co., 
1467 Elston Ave., Chicago, IIl. 
BRunswick 8-8000 


$ 525.00 
P.. 

1450.00 

875.00 


275.00 
325.00 


FOR SALE 


Ross Straddle Carrier—Model 70-6675, 2-3 years 
old. 9.00-20 and 7.50-15 tires. Wheel guards. 
Spec. Sprockets. Price $3750.00 FOB our plant 
is less than 50% of cost new. 


HUSS LUMBER COMPANY 


1350 W. Fullerton Avenue 
Chicago 14, Illinois 


FOR SALE 


V-60 Yates Resaw 60” LH—tilt rolls. Practically 
new. Pilot wheel set works for fractional saw- 
ing. V-belt drive 75 HP. Six 18 gauge saws. 
Last word for complete unit. $8,100.00. 


HUSS LUMBER COMPANY 
1350 W. Fullerton Avenue 
Chicago 14, Illinois 
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USED MACHINERY FOR SALE 





2 ROSS CARRIERS—1952 Models, excellent con- 
dition, Model #91-7968N, 15 ton capacity. 


Midwest Steel Corp. 
Charleston, West Virginia 


WOODWORKING MACHINES 
6"" Timesaver Speed Moulder. Good condition. 
Reasonable. Coval Band Resaw sharpener. 
Bargain. 


Rittenhouse & Embree 


410 W. 111th Street 
Chicago 28, Ill. 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 


DOUBLE YOUR INCOME trom your news- 
paper advertising by using our Low Cost 
‘Timber-r-r’” cartoons. For FREE proofs write 
LILLY ADVERTISING CARTOONS, Box 167 
Long Beach 1, Calif. 





Dealer Aids 


(Write A. L., 139 N. Clark, Chicago, Ill.) 
Store Fixture Plans: the working 
blueprints for each of the display 
fixtures in the Profit-Maker Show- 
room are available from American 
Lumberman. 


Financial Advisory Service: free, 
confidential comparison of your 
profit and loss statement with in- 
dustry averages. 


Compensatory Pricing: a practical 
new method for more profitable re- 
tail pricing of building materials 
and services sold to consumers. 
Available in booklet form. 


Home Maintenance & Improve- 
ment: a home improvement maga- 
zine, mailed to any consumer list of 
your selection, promoting your yard 
as headquarters for homeowner 
needs. 


Art Hood Management Work- 
shops: four-day seminars on dealer 
management, conducted by our ed- 
itor, which you can arrange to at- 
tend through your state or regional 
association. 


ADservice: professional copy and 
layout ideas and illustrations, in mat 
form, for use in the preparation of 
your local advertising. 





WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Why waste time and money shopping 
around, when your Western Whole- 
salers can deliver quality lumber prod- 
ucts promptly. Their long-established 
mill contacts . . . knowledge of mill's 
specialties, resources and facilities... 
and appreciation of buyer require- 
ments make your lumber buying easy. 
Let the leading Western Wholesalers 
below supply your complete needs 
today. 


WALES LUMBER 60. 


OLD NATIONAL BANK BLDG. 
SPOKANE, WASHINGTON 
Our 32nd Year 


~ HALLINAN LUMBER CO, 


628 S. W. Harrison St. Portland 1, Ore. 
MANUFACTURERS DOUGLAS FIR 
CApitol 8-9236 _ Teletype PD D 457 
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PLYWOOD »» HARDBOARD 


MICROWOOD* CONSTRUCTIONAL PANELS 


POPLAR ¢ MAHOGANY ¢ BEECH 


and other species 











KYS HOLLOWCORE DOOR FILLERS 


HOENIG PLYWOOD CORP. 


280 Madison Avenue, Dept. L. 
Tel. MUrray Hill 5-2280 New York 16, N. Y. 











SAVE ON TRANSPORTATION 


USTI OUR NEAREST POINT 

YARDS --Toledo, Ohio WE CAN 
woop Ww. deena rnd SERVE 
FENCE 


Alexander, Webster YOuR 
Springs, Fort Springs TRUCK 
Write For Catalog VA.—Clinchburg 


POST and RAIL 


SCREEN TYPE PICKET 


RESIDENTIAL TOLEDO, OHIO 





Circle No. 71 on Coupon, page 88. 


Circle No. 72 on Coupon, page 88. 








Complete’ HARDWARE SETS 


TORSION & TENSION 


SPRINGS 


For INDUSTRIAL & RESIDENTIAL 


Overhead Type GARAGE DOORS 








POWER DOOR CO. 


NEW RD MONMOUTH JUNCTION, N.J. 


Circle No. 73 on Coupon, page 88. 











wa 
R YARD 
One man using a WHEEL-IT does the work of a man 
and a truck or two men. 
Send for the facts—-HOW TO GET MORE WORK 
DONE WITH LESS MAN HOURS. 


HAWKEYE INDUSTRIES, 820 Vivian, Longmont, Colo. 
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21 
41 
61 
81 


23 
43 
63 
83 


FOR INFORMATION ON 


Advertised Products 


Circle the numbers at the right which appear 
under the advertisements on which you 
wish date. 


2s 
45 
65 
8s 


“WHAT’S NEW!” 


11 
31 
51 


13 
33 
53 


14 
34 
54 
74 
94 


19 
39 


1S 
35 
55 
7s 
9s 


16 
36 
56 
76 
96 


17 
37 
57 
77 
97 


18 
38 
38 
78 
98 


20 
40 
59 60 
79 80 
99 100 


27 
47 
67 
87 


29 
49 
69 
89 


30 
50 
90 


91 93 


101 102 103 104 105 106 107 108 109 110 111 112 113 114 115 116 117 118 119 120 
121 122 123 124 125 126 127 128 129 130 131 132 133 134 135 136 137 138 139 140 


141 142 143 144 145 146 147 148 149 150 151 152 153 154 155 156 157 158 159 160 
161 162 163 164 165 166 167 168 169 170 171 172 173 174 175 176 177 178 179 180 
181 182 183 184 185 186 187 188 189 190 191 192 193 194 195 196 197 198 199 200 


FOR INFORMATION ON 


“What's New” Items 


201 202 203 204 205 206 207 208 209 210 211 212 213 214 215 216 217 218 219 220 


221 222 223 224 225 226 227 228 229 230 231 232 233 234 235 236 237 238 239 240 


Circle the code number at the right which 
corresponds to the number listed at the end 
of that particular “WHAT'S NEW” item. 


MAY 27, 1957 


Nome 


241 242 243 244 245 246 247 248 249 250 251 252 253 254 255 256 257 258 259 260 
261 262 263 264 265 266 267 268 269 270 271 272 273 274 275 276 277 278 279 280 
281 282 283 284 285 286 287 288 289 290 291 292 293 294 295 296 297 298 299 300 


Position 





(Plecse Print) 


Company. 


Street 








City 








Mail to American Lumberman & Building Products Merchandiser, 139 N. Clark St., Chicago 2, Ill. 
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Advertisers’ 


Alberta Forest Products Assn...... > ae 
Alsynite Co. of America - 
American District Telegraph Co.. 
American Lumberman 
Appalachian Hardwoods 
Archer-Daniels-Midland Co. 


Bemis Hardwood Lbr. Co 

Bestwall Certain-teed Sales Corp.. 

Bilco Co., The 

Bolta Products Div., The General 
Tire & Rubber Co. 

Bostitch Sane ae 

Bostwick Steel Lath Co., The. 

Bruce Co., E. L... 

Bunyan Lbr. Co., 

Buss Machine Works 

Ceco Steel Products Corp. 

Celotex Corp., The.. 

Cherry River Boom & Lbr. Co. 

Closures Sales Corp.. Peake 

Colorado Fuel and Iron Corp., 

Continental Millwork Corp. 

Crisp Lf/r. Co., M. FE... 

Crossett Lbr. Co 

Dant & Warnock, Ine. 

Dennix Products Co 


Dur-O-walL Div., 
Cedar Rapids Block Co 


Ellingson Lbr. Co 
Evans Products Co. 


Farley & Loetscher Mfg. Co. 
Farrin Lbr. Co., The M. B 


Formica Corporation, 
Sub. of Cyanamid 


General Tire & Rubber Co., The, 
Bolta Products Div. 

Georgia-Pacific Corp. 

Gerrard Steel Strapping Div., 


U. S. Steel Corp. 


Graham & Co., Inc., John H 


Hallinan Lbr. Co. 
Hamer Lbr. Sales, Inc. 
Hawkeye Industries 
Heatilator, Inc., 

Div. of Vega Industries, Inc. 
Hoenig 
Home Maintenance & Improvement 
Hyster 


Plywood Corp. 


Company 


Inland Steel Products C 

Insular Lbr. Sales Corp 

Insulite Div. of Minnesota 
Ontario Paper Co. 


International Harvester Co 


Machine Co., The 


Jaeger 


Kaiser Aluminum & Chemi 
Sales, Inc 


Krieg, Inc Victor J 


Lockwood Hardware Mfs 


Mack Trucks, Inc 
Macklanburg-Dunean Co 
McCracken & McCall, Ine 
Indian Mills 
Mfg. Co 


Doors, Iné 


Menominee 
Minnesota Mining & 
Mohawk Flush 


Index 


Neils Lbr. Co., J 
Nichols Wire & Alun 
Mfs 
Pacific Lbr. Co., T 
Patterson-Sarg¢ 
Power Door C 
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Trade Mark 
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DOUGLAS FIR 


PONDEROSA PINE— SUGAR PINE 


WHITE FIR 


INCENSE CEDAR 
Annual Production 60 Million 


High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA 
Sales Office at Susanville, California 


ANDERSON, CALIFORNIA 








CARPENTRY & LUMBER... 


STEEL SQUARE 
Gilbert Townsend........ 


True measurement in construction is not only a 
mecessity, it is a skill. With this book, the young 
carcenter learns the many uses of, and how to use 
accurately, his most valuable measuring tool—the 
steel square. Includes illustrative problem, from 
Start to finish, of house construction. Indexed by 
individual jobs for easy reference. 172 pages. 


150 GLUING QUESTIONS AND ANSWERS 
Thomas D. Perry 


Helps your sales staff explain product construction 
features, and provide the ‘‘do-it-yourselfer’’ with 
needed information. Presents the answers to every- 
day questiens on giues—from mixing and spreading 
to ip and thods. Covers laminating, hot 
and cold pressing, testing of glue joints, core prob- 
tems as well as plywood and veneer. 





BUILDING PRODUCTS MERCHANDISER 


Circle No. 53 on Coupon, page 88 


THE WOODS You USE 


Reprinted from Wood and Wood Products. $1.00 


Did you know that we are using commercially only 
16% of the total number of tree species? This book 
of articles gives you a Quick, complete picture of 
these leading woods, including source, general prop- 
erties and specific commercial uses 





COMMERCIAL HARDWOOD IDENTIFICATION 
CHART 


Kukachka and Reno. $1.00 


Using thesimplte chartsin this book, you can quick- 
ly identify any important commercial hardwood 
with just the naked eye and s hand lens. Makes it 
easy to separate red and white oak; birch, beech and 
maple; red gum and mahogany; Philippine and true 
mahogany; cottonwood, buckeye and black gum; 
other confusing woods. 24 pages. 


1D) 
—--— TT Se, 
| AMERICAN LUMBERMAN, INC 
139 NO. CLARK ST., CHICAGO 2, ILL | 
| Enclosed is my check in the amount of $____. for 


the books | have checked below 


Steel Square | 
150 Gluing Questions and Answers | 
The Woods You Use | 
Commercial Hardwood Identification Chart 


Name 


Address. 





| City, State 
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Double Your Door Sales 
... Not Your Inventory! 









































Sell Raynor Garage Doors 


Their reputation for fine quality at the right price 
makes them best sellers everywhere! 


Stock Raynor Converti-Kits’ 


Convert any standard Raynor door to low headroom 
installations—no extra doors to stock 


Cash in on extra sales without increasing your inventory 
or crowding your warehouse. With Raynor “Converti-Kits” 
on hand, you overcome problem installations, make prompt 
deliveries right from stock! Raynor designs a complete 
line of top quality overhead doors at prices that offer the 


best value on the market! 


THE MARK 
fb OF QUALITY 
aha 
Ravnon's 
wmowieit 


RAYNOR MANUFACTURING - COMPANY ge 
Dixon, Illinois 


Builders of a Complete Line of 
Wood Sectional Overhead Doors 


Mail Coupon Today! sia 


Raynor Manufacturing Co. 
Dept. AL-B1, Dixon, Illinois 


Please send me complete information on Raynor “Converti-Kits”. 
Name 
Company 


Street 


eeeeeeweonaaenenond 
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CLDEALER POINTERS, 


Big Sign at Small Cost 

A few materials out of stock, an illuminated 
paint sign already on hand, plus only $50 for a 
sign painter’s services, plus considerable inge- 
nuity, has produced an outstanding highway sign 
for Grandview Lumber Co., Grandview, Wash. 

Partner Del Paulson already had an illuminated 
four-foot arrow featuring his paint line. He took 
several panels of plastic surfaced exterior type 
plywood from his stock and cut it into an irregular 
shape so the paint arrow fit neatly. After scotch- 
lite lettering and several bright colors had been 
put onto the plastic surfaces by the local sign 
painter, Paulson erected the sign on two six-inch 
pipes obtained from a junk yard. 

The sign was finished around the edges with 
aluminum valley taken from his stock of roofing 
materials. The sign, erected in front of his new 
store, is effective in directing buyers to the estab- 
lishment. 


Cool Profits 

Fan display unit built by the Drive-In Lumber 
Mart, Fort Dodge, Iowa has been credited with 
the sale of a good many fans. It is easily moved 
around the store and is shown where it will at- 
tract the most attention. 
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It pours profits 


... when you stock Milcor 
Gutter and Accessories 


Downpours make dollars for you, when you handle the rain- 


carrying line that has: 
— every accessory a customer needs; 
— the strength and durability of galvanized steel; 
— the Milcor name and reputation. 
You get fast deliveries from stock carried by your jobber or your 


nearest Milcor branch. Ask for prices and further information 





ROOF DRAINAGE EQUIPMENT 


INLAND STEEL PRODUCTS COMPANY © Dept. Q, 4029 West Burnh 





oRM 


Laminated Plas tic 


all Products Handled by 
Ahele & Olson Floor Covering 





More than tripled their Formica inventory in three years . . . that’s the story 
from Janesville, Wisconsin as reported by Sig Olson and Charlie Abele. 


Says Mr. Olson: ...and Mr. Abele adds: 


“Formica has earned the position of . “We believe in the merchandising aids 
our number one item; responsible for a = Formica has made available to us— 
larger sales volume than either carpet- = Sunrise Color Panel, Self Service Color 
ing, linoleum or tile. Formica is the Selector, Sheet Rack, literature, adv. 
finest product of its kind; offers an mats, films, etc.” 


excellent profit for the retailer.” 
' Mr. Abele concludes: 


“Formica is backed by a sales cam- 
paign and sales effort which includes 
the finest promotional and merchandis- 


This firm takes Formica sales aids and adapts 
them to their local level. Their Formica profits 
have increased—through both over-the-counter 


nk Wskehehe instillation wevice ing aids. Formica selling is easy and 
é . *te installe service. 


profitable.”’ 





An hour with your Formica representative F 0 R M | c A c 0 R p 0 R A TI 0 N 


could easily prove one of the most valuable 
hours you ever spent. There’s money to be 
made in fabricating Formica sink tops... or 
just selling Formica to other craftsmen. 


Subsidiary of <VYANAMID 
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4630-7 Spring Grove Avenue, Cincinnati 32, Ohio 


In Canada: Arnold Banfield & Co., Ltd., Oakville, Ontari 





Custom rs Duy F Irmica because if ts 


— 
a brand name they know and trust 7; / Beauly Bonded 
DEMAND THIS CERTIFICATION ., pork cor, C5 alata FORMICA’ 


ma ye = lLaminoted Plaste 


a 
« (8° Guaranteed by "Wg aeMaha daccuabeate 
Good Housekeeping 
for 7745 anyranstd ect 


We protect this faith in our product 


by certifying »ry sheet witha 


wash-off Formica marking. It is 
your protection ¢ guarantee that yo 


> getting genuine Beauty Bonded Formi 


Seeing is believing. If this wash-off identification is not on the surface, it's not FORMICA 
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